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OMPLETING a sixty-year period of sound financial growth and unex- 
celled service to the public, Western and Southern rededicates itself to there » 
the task of making available, dependable life insurance protection to many 
thousands of additionai families. before 


With the insurance in force representing nearly four million policies, Western Busine 
and Southern policyholders can look forward with confidence to the continued where 


success of their company. C F Wi liams te 
President out, ar 
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Fye More Closely 
Financial Angles 
in Large Cases 


Experience Satisfactory 
But Underwriters Are 
Watching Deflation Effect 


By KENNETH O. FORCE 


NEW YORK—The tendency to scru- 
tinize more closely the financial factors 
involved in applications for large 
amounts of insurance has grown in re- 
cent months. Although there is at least 
one $500,000 case now “on the street” 
here, no underwriting executive will 
admit he is turning down more business 
than usual. Some companies have in- 
creased the amount they will accept 
on any one life. In Prudential’s case 
this is from $300,000 to $500,000, up to 
age 45, aggregate of both old and new 
insurance. Yet the impression remains 
that the big cases are getting less of a 
reception that they did two or three 
years ago. Underwriters are certainly 
examining all factors in the application 
more critically, particularly the financial 
indices. a : 

The underwriting sharpness is due 
partly to an awareness that businesses 
have been going through deflation and 
readjustment, and partly to underwrit- 
ers’ memory of what happened early in 
the depression. Apparently the compa- 
nies’ experience on large contracts in 
the 1940’s has been and is normal. 


Large Personal Policies Rare 


The big cases are, so far as can be 
learned, business rather than personal 
although many involve partial personal 
considerations. Few persons have 
enough money left after taxes to pur- 
chase jumbo amounts, and a $1 million 
“personal” policy which used to turn 
up occasionally is now rare indeed. 

There may be a few more of the large 
business cases in recent months than 
there were two or three years ago be- 
cause management was waiting to see 
what the post-war era would bring 
before committing itself to spending a 
large sum for a key-man or an owner. 
Businesses have consolidated their fi- 
nancial status and are more certain 
where they are going, and expansion 
programs have led to some large in- 
surance proposals. The vast majority 
of business cases, underwriters point 
out, are of a size readily absorbed by a 
company. Only occasionally does a 
case get into the higher figures. 


Deferred Compensation Less Frequent 


Deferred compensation was a factor 
at one time, but apparently has not been 
since a year or so ago when the tax 
status of deferred compensation through 
life insurance became so uncertain. The 
pressure of taxes has led agents to 
come up with odd proposals. The fact 
that a man has a partnership interest 
in a business doesn’t mean that_he 
should be insured for that amount. This 
interest is ‘only one of several factors 
used to measure insurable interest. 
Normally the public could be depended 
upon not to fall for such schemes, but 
taxes and prosperity have produced a 
number of them. The increasé in 1948 
compared with 1943 is substantial, one 
large company reported. 

The marital deduction has produced 

(CONTINUED ON PAGE 28) 


Industry's Strong Position 
Shown in Statement Data 


COLUMBIAN NATIONAL 


Columbian National chalked up- a 
record $53 million in new business, an 
increase of 30% over 1947, which was 
also a record year. Net investment 
earnings were 3.12%, slightly up. Cap- 
ital and surplus totaled $8,512,000, 
which is 12.9% of the $66 million pol- 
icy and annuity reserve with contingent 
reserves of more than $850,000. Death 
claim payments totaled $2,796,000 in 
1948 and total payments and credits to 
policyholders and beneficiaries amounted 
to neafly $4,650,000 while $3,319,000 
was set aside for future policy bene- 
fits. Total payments to policyholders 
and beneficiaries since founding have 
amounted to $122,334,000. Assets stood 
at $82,251,367. 


CONFEDERATION LIFE 

New business for Confederation Life 
in 1948 was $121,100,000, an increase of 
$4 million over 1947. Assets increased 
$13,700,000 to reach $231,400,000. Busi- 
ness in force increased $105,400,000 to 
a total of $893,500,000. The gross rate 
of interest earned on invested assets 
was 3.61%. Benefit payments totaled 
$15,30,000. Dividends to participating 
policyholders amounted to $2 million. 
Surplus stood at $16,300,000, an increase 
of $780,000. 


CROWN LIFE 

Crown Life new business during 1948 
totaled $128,599,164 as compared to 
$119,326,305 during 1947. Insurance in 
force at the end of 1948 amounted to 
$587,890,989 as contrasted to $515,981,- 
782 in force at the end of 1947. Assets 
stood at $112,512,005. At the end of 
1947, assets amounted to $102,000,412. 
There is a reserve for contingencies of 
$1,500,000. 


DOMINION LIFE 

Dominion Life’s new business, in- 
cluding revivals and increases, amounted 
to $58,951,108, 21% ahead of 1947, and 
the eighth consecutive year the com- 
pany has had a gain. Increase in in- 
surance in force was $38,984,832, a new 
record, bringing the total to more than 
$371 million, 

Benefit payments were almost $5 mil- 
lion. Funds left on deposit were in- 
creased by $700,000. Interest earnings 
were slightly higher than in 1947. . 


FRANKLIN LIFE 

Franklin Life’s insurance in force 
showed a gain of $113,095,584 as against 
less than $96 million in 1947. Total in 
force now stands at $655,798,828. Assets 
are $124,551,372, up $16.7 million. Paid 
ordinary business reached a new all time 
high of $165,722,622 as against $160,527,- 
355 in 1947. Policyholders surplus in- 
creased to $8 million, up $1 million dur- 
ing the year. Besides this there is a 


special reserve for contingencies of 
$250,000. Benefit payments in 1948 were 
$5,944,097, 


Major asset items are $28,510,885 in 
U.S. government bonds, $31,403,294 in 
other: bonds, $37,811,290 in mortgages 
and an additional $11,806,137 in FHA 
loans. Federal guaranteed obligations 
represent 34.3% of net invested assets. 


GREAT SOUTHERN 

Great Southern Life had assets of 
$98,721,270 at Dec. 31 as. against $91,- 
226,203. Policyholders surplus stands 
at $7,623,635, including capital of $3 
million, Life insurance sold during 1948 
was | SS tei Ase te against ear satay 





asa) 
850. 


GUARANTEE MUTUAL 


Guarantee Mutual Life at Dec. 31 had 
$262,943,848 insurance in force as against 
$248,281,233. New business was $29,- 
583,361 as against $25,515,564. Assets 
are $55,913,936 as against $50,968,301. 
Surplus is $4,534,083 as against $4,282,- 
329. Benefit payments were $2,803,795. 
Major investment items are U.S. gov- 
ernment bonds, 12% of assets other 
bonds, 4614%; mortgages, 23%. 


LUTHERAN MUTUAL 


Lutheran Mutual Life had an increase 
in new business of 7% with a net gain 
of insurance in force of $24,945,165. In- 
surance in force at Dec. 31 was $178,- 
121,418. Assets increased $3,895,020 and 
stand at $34,647,633. Surplus increased 
to $2,375,890. Interest earned on in- 
vestments was 3.13%. Dividends to 
policyholders in 1948 were $648,329 and 
$715,000 was set aside for payment of 
1949 dividends. 


WEST COAST LIFE 

West Coast Life’s 1948 new business 
amounted to $33,468,748 compared with 
$23,360,310. Insurance in force increased 
$21,331,492 to reach $201,704,295. Total 
income was $8,283,722, including $6,584,- 
722 in premiums. Admitted assets in- 
creased $2,584,896 to reach $43,328,303. 

New investments were principally in 
first mortgages and high grade medium- 
term railroad equipment trust certifi- 
cates. Net yield on mean ledger assets 
were 3% as against 2.86% in 1947. Sur- 
plus increased $300,000 to reach $1,900,- 
000 and unassigned contingency reserves 
increased $44,711 to $270,530, bringing 
policyholders surplus to $2,670,530 as 
against $2,325,819. 

Benefit payments were $3,195,878. 


SECURITY MUTUAL, N. Y. 


Total insurance in force of Security 
Mutual of Binghamton now stands at 
more than $212 million and assets are 
more than $51,270,000, of which $2,776,- 
550 is earmarked as surplus and reserves 
for special contingencies. Both insur- 
ance in force and assets increased 9%. 

Earnings for 1948 amounted to 3.04% 
as compared to 2.99% in 1947. 

Average size of new policies issued 
in 1948 was $5,779, up $388. Sales were 
nearly $30 million as against $37,800,334 
in 1947, 


Jan. Sales Dropped 
in Large Cities 


Decreased sales as compared to a year 
ago were the rule in all of the large 
cities during January with the best show- 
ing being mustered by Boston, where 
business was down 4%, the monthly 
compilation of Life Insurance Agency 
Management Assn. shows. 

Records of the other cities, each of 
them representing a decline, were Chi- 
cago, down 24%; Cleveland, 25%, De- 
troit, 23%; Los Angeles, 26%; New 
York, 23%; Philadelphia, 15% and St. 
Louis, 18%. 

The only two states to show gains 
over January a year ago were Delaware 
with an 8% gain and Massachusetts with 
a 1% advance. - 








a method for election 
of directors and amending articles of 
incorporation of domestic mutual life 
companies was given a hearing before 


A bill providi 






0.K. Seen Assured 
for Bill Expanding 


Valuation Work 


Companies at Hearing 
Favor Assessment-Plan 
to Finance NAIC Setup 


By DONALD J. REAP 


ALBANY — Passage of legislatiom 
authorizing annual assessments against 
domestic life companies not exceeding 
a total of $225,000 annually to help de- 
fray the cost of an enlarged staff for the 
National Assn. of Insurance Commis- 
sioners committee on valuation of securi- 
ties seemed assured after a hearing by 
the joint committee on insurance rates 
and regulation of the New York legisla- 
ture. 

The assessment on the companies 
would be prorated on the basis of assets 
held by domestic companies. Funds 
would be used to finance adequate in- 
vestigation, analysis, and valuation of 
securities and to determine the amor- 
tizability of bonds owned by the com- 
panies. 

The legislation would also remove a 
prop from the arguments of congres- 
sional advocates of an investigation of 
the industry’s financial transactions by 
providing at the state level facilities to 
supervise private placement. 

Although New York companies will 
bear the major share of the costs of the 
enlarged valuation committee staff, it is 
expected that other states will partici- 
pate. New Jersey, Massachusetts, Con- 
necticut, and Pennsylvania, for example, 
are expected to enact similar legislation 
soon. If these four states join, New 
York’s share of the cost may be halved. 

Approval of the objectives of the bil! 
by the Life Insurance Assn. of America 
was reported by Eldon P. Wallingford, 
assistant general counsel. He said that 
some technicalities would have to be 
ironed out such as whether the $250,000 
would be the total assessment or the 
New York state contribution. 

Agreement with the bill was expressed 
by Frederic W. Ecker, financial vice- 
president Metropolitan Life, who sug- 
gested that the committee consider the 
possibility of having the assessments re- 
flect the amount of non-rated securities 
held, rather than a flat assessment based 
on assets. Prudential’s representative, 
assistant general counsel, Alexander 
Query, testifying as a New Jersey com- 
pany official interested in the over-all 
problem, concurred with Mr. Ecker, 
and suggested that Schedule D of the 
annual statement, which shows the 
amount of securities held, be used as the 
basis for determining the assessment. 
He said, however, that he would rather 
see the present bill passed, if a change 
might delay and jeopardize its approval. 
The New Jersey department and Mutual 
Benefit Life also approve of the legis- 
lation, he said. 

Sherwin C. Badger, 2nd vice-president 
New England Mutual, and Haughton 
Bell, investment counsel Mutual Life, 
also supported the bill. 

Mr. Wallingford indicated that some 
changes might be necessary, particu- 
larly in determining the costs borne by 
companies in other states. Under the 


bill he said the following assessments 


(CONTINUED ON PAGE 28) 
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Conn. General Tells 
Why It Is Making 
Agents Employes 


HARTFORD — Connecticut General 
Life has completed arrangements to 
make available to its agents the bene- 
fits of social security. By this change, 
effective Jan, 1, 1949, the company is 
establishing an employe status for them. 

F. H. Haviland, vice-president in 
charge of agencies, pointed out that 
these agents already have group life, 
hospital expense insurance, and a pen- 
sion program, made available to them 
in 1943 and said “it pleases us a great 
deal to be able to add the benefits of 
social security to this program.” 

“This voluntary action on the part 
of the company becomes particularly 
important in view of the proposed in- 
crease in social security benefits outlined 
in President Truman’s recent message 
to Congress,” he said. 


Will Aid on Pension Tax 


Mr. Haviland said another important 
result will be the tax advantages to 
the agents of a fully approved pension 
plan. The company makes substantial 
contributions under its program toward 
building the pension funds for agents’ 
retirement. The establishment of an 
employe status removes any question 
of an undue tax burden on the repre- 
sentatives at the time these company 
contributions become vested. 

There was no actual vote of the field 
force on their preference to be employes 
or independent contractors but the com- 
pany sounded out in advance the views 
of many agents and found a prepon- 
derant favoring of the employe status. 


Agents Happy at Change 


Generally the agents have proved to 
be very happy about the change. For 
the average agent it is all to the good. 
Some of the older men remain a bit 
dubious about the benefits they per- 
sonally will get. The principal advan- 
tage to them, as the company points 
out, is in the qualifying of the pension 
plan. Possibly some individuals will 
actually lose by the change but they 
will be in a very small minority. 

Company officials expect that every 
company will eventually have to make 
the change, as several smaller ones have 
already done. As far as is known Con- 
necticut General is the largest in this 
country yet to do so. Sun Life of Can- 
ada is another large life insurer that has 
taken the step. 


— 


BRINGS TOTAL TO 10 

Connecticut General’s action in giv- 
ing its agents employe status brings the 
total of companies that have taken this 
step to 10, as far as could be learned. 
They are Acacia Mutual, Connecticut 
General, Home Life of New York, 
Monarch, New World, North Carolina 
Mutual, Provident Life of North Da- 
kota, Security Mutual of Binghamton, 
State Farm Life and Sun Life of 
Canada. 


Would Recodify Texas Laws 


A concurrent resolution has been in- 
troduced in the Texas senate providing 
for appointment of a commission to re- 
codify the Texas insurance laws, 

Life and A. & H. companies would 
be required to notify within 30 days 
following expiration of the grace period 
all persons who have contracted ito pay 
premiums, informing them of benefits 
and options under the policies extend- 
ing beyond the grace period, a bill in- 
troduced in the Texas legislature pro- 
vides. 

Forfeiture of authority to do business 
would be the penalty for failure to com- 
ply with the law. Texas companies are 
opposing the bill on the ground of the 
excessive bookkeeping that would be 
involved and the difficulty of contacting 
policyholders, particularly industrial 
policyholders. 











In putting up its 
new home office 
building at Broad- 
way and 55th street, 
Mutual Life of New 
York has anticipated 
the desires of the 
“sidewalk —_superin- 
tendents” who like 
to oversee what is 
going on and has 
writtenitsnew 
neighbors to apolo- 
gize for the inevi- 
table dust and noise 
and to promise that 
these would be held 
to the very mini- 
mum. Safety - glass 
portholes to accom- 
modate spectators of 
all heights have 
been built into the 
eight-foot fence at 45 
points, most of these 
posts being indented 
to be out of the way 
of pedestrian traffic. 
They are kept as 
clean as a showcase 
window. There are 
even several port- 
holes about a foot 
above the sidewalk 
for the benefit of 
curious dogs. 











N. C. Escheat Bill Offered 

A bill which would require payment 
of unclaimed life insurance policies into 
the, escheat fund of the University of 
North Carolina has been introduced in 
the North Carolina legislature. It would 
require all insurers regardless of home 






life insurance.” 


the bank or “too much” 
from there. 
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COMMONWEALTH 


Commentary 


MONEY IN THE BANK 


What would you as an underwriter think of a man who told 
you that he had too much money in the bank? You very prob- 
ably would be suspicious of his sanity. 


Yet every day in the business of selling life insurance many 
underwriters listen to this paradoxical statement, but don’t 
recognize it under its camouflage and are thrown off balance 
and lose a marvelous selling opportunity. 


The reason the underwriter fails to catch the full report of 
this statement is because it is disguised in the dress of a worn 
and tattered standard objection, “I already have too much 


The next time a prospect pulls this threadbare excuse on 
you, ask him whether he thinks he has “too much” money in 
property of any kind, and proceed 


Insurance in Force — December 31, 1948 — $395,053,146 


office location to pay into the escheat 
fund all insurance owing on policies 
covering the life of a resident of the 
state after the funds have been un- 
claimed for seven years. Life companies 
would be required to report annually 
to the insurance commissioner un- 
claimed funds in their possession. 


_ 
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Layofts Generate 
Friction on Group 
A, & H. Cancellation 


The increasing number of employe 
layoffs in industry has aggravated long- 
standing dissatisfaction on the part of 
labor unions with customary immediate 
cancellation of group A cover 
when a worker is laid off. Layoffs of 
covered employes are bound to cause 
extra bookwork and inconvience for all 
parties concerned, but it is chiefly on 
this one point that friction has devel- 
oped. 

In at least one state, labor objections 
to cancellation of group H. at 
layoff have been translated into legisla- 
tive action. Assembly bill 221, A, in 
Wisconsin would give the employe who 
is laid off or discharged a 90 day grace 
period in which his group A. H. 
would ‘remain in force. 


30-Day Discharge Notice 


; The bill would force employers and 
insurance carriers to furnish insured 
employes a notice in writing 50 days in 
advance of a layoff or discharge. This 
notice would afford the employe the 
Opportunity to pay his share of the A. 
& H. premium for the 90 days following 
the termination of his employment, but 
would not permit cancellation in case he 
did not pay the premium. 

This bill, which is backed strongly by 
organized labor, runs strongly counter 
to general practice. Group accident & 
sickness cover is customarily cancelled 
immediately the last monthly premium 
runs out. This coverage is designed to 
replace wage income from a given plant, 
and when the employe is taken off his 
rolls, the responsibility of the employer 
ceases. Insurance people have found 
that the continuance of A. & H. protec- 
tion to workers during layoffs greatly 
increases the moral hazard. Employes 
develop illnesses to draw insurance 
money with which to supplement their 
unemployment pay, a _ perversion of 
group A. & H. into unemployment cov- 
erage. 


No Necessity to Pay 


_Another obviously bad feature of the 
bill from the point of view of the insur- 
ance industry, is the extension of the 
gracé period for 90 days. Insurance men 
point out that an employe who is laid 
off would be covered 90 days, but would 
feel no obligation or necessity to pay 
his part of the premium. 

The question does not arise in the 
case of group life insurance, where cov- 
erage is customarily continued for three 
months after a layoff. In group life, the 
employe finally has the conversion priv- 
ilege. Hospitaliaztion, medical and 
surgical covers usually are continued 
for three months after layoff. 

Employers or trustees retain the 
power to continue insurance coverages 
as long as they wish in case of layoffs. 
Generally the attitude has been very 
lenient. The employer hopes to be able 
to rehire the people. He does nat want 
to work hardship upon them. He wants 
to retain their good will. There are 
many examples where group coverages, 
other than A. & have been con- 
tinued for a number of months while 
employes were laid off at considerable 
cost in contribution to the employer. 





Insurance Librarians to 
Meet at Los Angeles in June 


More than 500 librarians from the 

United States and Canada, including 
specialists in the field of insurance, are 
expected to attend the annual conven- 
tion of the Special Libraries Assn. at 
Los Angeles, June 11-18. Convention 
headquarters will be in the Biltmore 
hotel. 
_. Keyed to the theme “Blueprint for 
Action,” the convention will discuss 
ways to increase the usefulness of spe- 
cial libraries. Association manabores 
exceeds 5,500. 
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Downey's Flood 


of Bills Is 
Pondered at Length 


LOS ANGEL E S—Commissioner 
Downey held a three day conference here 
with insurance representatives on the 
multitude of department-sponsored bills. 
There was a one day meeting at San 
Francisco first and there were later two 
more days of conference there. 

A bill having to do with action 
against non-admitted insurers stirred 
up lengthy discussion and the com- 
missioner said he does not subscribe 
to it in its entirety, but sponsored it 
due to the fact it is in line with what 
other states might do and because of 
public law 15. 


License’ Bill Redrafted 


The bill dealing with licensing and 
regulation of insurance producers had 
been entirely redrafted and none of the 
industry people had seen it. Hence it 
was to be considered at the San Fran- 
cisco conference, 

The bill governing outfits promising 
medical, surgical, hospital and other 
services, but which are elusive when 
claims are presented came up for con- 
siderable discussion. Downey said 23 
such organizations are operating and 
he will endeavor to make the bill more 
drastic. 

Bills, relating to adjustment of pre- 
miums on group life and disability in- 
surance based on experience, met with 
objection, the major life company rep- 
resentatives reading into the proceedings 
the Washington state code provisions 
dealing with the same subject. Com- 
missioner Downey suggested that the 
language of the Washington code be 
substituted for that in the two bills, with 
the exception that the adjustment be on 
a one year basis. 


A. & H. Bill Set Aside 


Downey’s A. & H. minimum stand- 
ards and minimum benefits bill was laid 
aside when Downey announced that, as 
a result of conferences with disability 
insurers, a committee, of which Vice- 
president Howard J. Brace of Occidental 
Life is chairman, is formulating a sub- 
stitute bill. 

The bill providing that life, disability 
and surety commissions should con- 
tinue to be paid as long as the contract 
is in force, and another providing that 
limited license can be obtained by new 
applicants under certain conditions as 
well as those who already have been li- 
censed were unopposed. 





Hearings Start on Public 
Assistance Phase of SS 
WASHINGTON—Hearings on the 


public assistance phase of the Truman 
social security program were expected to 
last 10 days or more before the House 
ways and means committee. Discussion 
of OASI will follow. 

Social Security Commissioner Alt- 
meyer estimated the cost of the admin- 
istration’s “home relief” plan, including 
cost of medical care, for all needy, 
would be $200 to $250 million annually. 

Howard M. Starling, Washington 

representative of Assn. of Casualty & 
Surety Companies, is listed among wit- 
nesses to appear on OASI at the hear- 
ings. Mr. Starling doubts that he will 
personally appear, but says a_ special 
committee of his association will present 
testimony opposing any provision for 
compulsory disability benefits in the ad- 
ministration’s program, whether tem- 
porary under unemployment compensa- 
tion, or total and permanent under 
OASI. This committee was named to 
study social insurance extensions. 
M. Albert Linton, president of Provi- 
dent Mutual Life, and member of the 
recent social security advisory council, 
May appear at the hearings, insurance 
observers believe. 
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N. Y. CLU Forum 
Set for April 7 


The annual forum on current social 
and economic trends sponsored by the 
New York City C.L.U. will be held 
April 7 at Town Hall in New York 


ity. 

Harold <A. Loewenheim, associate 
manager for Home Life of New York 
in New York City, is general chair- 
man, William W. Merritt of the 
New York office of Continental Assur- 
ance is vice-chairman, M. Albert Lin- 
ton, president of Provident Mutual, will 
act as moderator and will sum up the 
address of each speaker and lead an 
open forum discussion following each 
talk. Discussions will include industry, 
finance, education, international rela- 
tions, population trends and communi- 
cations. Five experts in these fields will 
participate in the all-day discusions. 

Special efforts will be made this 
year, because of the broadened scope of 
the program, to expand the attendance 
not only of life insurance field men 
and head office personnel, but also of 
those outside life insurance, including 
students, educators, preachers, econo- 
mists, professional and business people. 


U. of Wis. Scholarships 


MADISON, WIS. — National Mu- 
tual Benefit and Wisconsin Life, both 
of Madison, and Wisconsin Assn. of 
Insurance Agents have given annual 
$250 scholarships to students majoring 
in insurance at University of Wisconsin. 
Prof. Charles C. Center of the school 
of commerce announced the _ scholar- 
ships at a meeting of the University 
Insurance Society and said the awards 
will be made at the senior send-off 
May 11. Speakers at the meeting were: 
H. W. Bailey, Milwaukee, state agent 
Pacific Fire; J. L. Johnson, Wisconsin 
Life; P. N. Snodgras, General Casualty, 
and C. B. Stumpf, Illinois Mutual Cas- 
ualty, all of Madison. 


Ordinary Gain 6.8% 
in ‘48 as Against 
8.2% in 1947 


HARTFORD — Life companies op- 
erating in the United States showed a 
net gain of ordinary insurance in force 
of 6.81% in 1948, according to an 
L.I.A.M.A. survey based on the expe- 
rience of 113 companies representing 
more than 85% of the ordinary insur- 
ance in force. : 

New business during 1948 was written 
at the rate of 11.48% of the life insur- 
ance on the books at the beginning of 
the year. Terminations—policies that 
became inoperative from all causes — 
during the year were 4.67%, leaving a 
net gain of 6.81%. All ratios are pro- 
jected to an annual basis. : 

Figures for 1948 marked a_ decline 
from the net gain in insurance in force 
in 1947; 1946 was a peak year, the end 
of a continual rise that began in 1942. 
Here are the figures for the last six 
years: 


New Termina- Net 
Year Business’ tions Gain 
\>.: Pee eee 8.45% 3.70% 4.75% 
a” A eee 9.27 3.31 5.96 
pS Oe ee 9.97 3.35 6.62 
1 rere 14.50 3.97 10.53 
BOGE Ne ceccets 12.83 4.62 8.21 
SEG R tin ashnes 11.48 4.67 6.81 


A similar survey based on the expe- 
rience of 25 companies operating in 
Canada and representing 91% of the 
insurance in force there has also been 
published by L.I.A.M.A. It shows new 
business during 1948 gained at the rate 
of 12.55%; terminations were 4.83%, 
resulting in a net gain of 7.72%. 





Wyo., Ga. Legislatures Adjourn 

The Wyoming legislature has ad- 
journed without passing any legislation 
of insurance interest. 

The Georgia legislature has recessed 
until Jan. 16, 1950. 








roads ‘startle us. 





The White Line 


Someone has expressed himself as believing that the 
greatest invention of modern times is the white line 
painted down the middle of an automobile road. The 
white line keeps you on your side of the road and the 
other fellow on his. It is simply the silent command to 
share the responsibility for safety on the highway. 


Statistics as to the number of accidents on automobile 
There are no statistics as to ho 
many lives the white line has saved. 


Every man who stays in business drives by the rules 
of the white line of ethics. By unspoken agreement your 
competitors drive by the same rules you do. Each one 
protects all the others. When you pay attention to the 
white line of ethics you invite others to share the high- 
way of business on fair terms. 


On the automobile road the upkeep on the white line 
is taken care of for you. In business ethics you must 
consciously keep the line clean and white. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















HIGH COURT DECIDES 


States Can Divorce 
Mortuary Business 


from Insurance 


WASHINGTON—The U.S. Supreme 
Court has reversed a federal district 
court in South Carolina and sustained 
the constitutionality of that state’s law 
divorcing the insurance and undertaking 
businesses. Family Security Life is the 
company involved. 

Justice Murphy, in the unanimous 
opinion of the court, referred to laws of 
other states and apparently based on 
“evils in this kind of (funeral) insur- 
ance.” 

Commenting on the assertion that an 
“insurance lobby” obtained passage of 
the South Carolina law, Justice Murphy 
said “a judiciary must judge by-results” 
and “cannot undertake a search for mo- 
tive in testing constitutionality.” 

The court said it is “not equipped to 
decide desirability” of legislation. “We 
cannot say that South Carolina is not 
entitled to call the funeral insurance 
business an evil. Nor can we say that 
the statute has no relation to the elim- 
ination of those evils. There our inquiry 
must stop.” 


Calls Insurance Well Regulated 


A footnote says: “Our deference to 
the legislative judgment is particularly 
pronounced in a field as traditionally 
well regulated as insurance.” 

The court said the decision in Liggett 
Co. vs. Baldridge, upon which Family 
Security relied, “is not authority for the 
invalidation of the South Carolina mor- 
tuary act.” That law “does not contra- 
vene the provisions of the 14th amend- 
ment,” the opinion adds. “Neither does 
it offend the amendment as applied to 
these respondents.” 

“That respondent company is the only 
concern now affected by the statute does 
not, of course, mean a denial of equal 
protection,” the court comments in a 
footnote. “The statute is drawn in gen- 
eral terms; the company’s success might 
well induce others to enter the business.” 


Schilling Leaving “N.U.” Post 
to Do Public Relations 


Dale R. Schilling, associate editor for 
nearly 20 years, is leaving THE 
NATIONAL UNDERWRITER March 4 to open 
a public relations office in Chicago. He 
will specialize in services for the insur- 
ance industry, which will include news. 
photographs. 

The office is at 537 South Dearborn 
street, and the telephone number is 
Webster 9-2182. 

Mr. Schilling for 18 years has been 
editor of the Insurance Exchange 
Magazine, a National Underwriter pub- 
lication. He has been an insurance 
trade publications editor for some 25 
years in Chicago, New York and Louis- 
ville, and previously was a daily news- 
paper man in several large cities. 

For four years he was in charge of 
publicity for the American Life Conven- 
tion of Chicago. 








Hotchkis at Joint Meeting 


LOS ANGELES—President Preston 
Hotchkis of Founders Fire & Marine 
was the featured speaker at the joint 
meeting of the Los Angeles C.L.U. 
chaptér and Pacific C.L.U. With Pres- 
ident Martin I. Scott of American Soci- 
ety of C.L.U. and Stanley J. Higgins, 
secretary of Insurance Forum, be out- 
lined the correlation between C.L.U. and 
C.P.€.0, ; 

Mr. Hotchkis in his talk on “Where 
Are We Going in Insurance?” criticized 
the administration’s moves for govern- 
ment control. He said the probe of life 
insurance will be followed by a probe 
of property coverages. Public law 15 
takes insurance out of the anti-trust law 
situation. But there is nothing to pre- 
vent Congress from putting it back. 
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Predicts ‘49 Sales 
a s 
of Ordinary Will 
eo, 
¥) 
Be Down 2% 

r 

A decrease of 2% in sales of ordinary 
for 1949 compared with 1948 is foreseen 
in an economic analysis made by North- 
western National Life. The study in- 
dicates probable ordinary sales of all 
companies in 1949 of about $14,150,- 
000,000. 

The 1948 forecast suggested that all 
companies would sell $14,100,000,000 
of new ordinary during the year. Fig- 
ures reveal that actual sales were $14,- 
446,000,000, or 2.4% off the estimate. 
Contributing to this difference were, 
first, the fact that national income in- 
creased somewhat more rapidly during 
1948 than was expected and secondly, 
and perhaps more important, there was 
a marked shift toward term insurance. 
A larger proportion of term insurance 
sales, of course, increases the total vol- 
ume of insurance sold even with a fixed 
level of new premiums being paid. 

The studies, still in the experimental 
stage, estimate the coming year’s ordi- 
nary life sales by relating a forecast of 
the amount of optional or non-sub- 
sistance spending power in the hands of 


families to volume of ordinary life sales. 
The sales of life insurance correlate very 
closely with this optional spending 
power, 

The slight decrease in life insurance 
sales in 1949 is expected largely be- 
cause of a modest decline in business 
conditions during the first half of the 
year, which will affect income. Total 
income will probably fall somewhat 
faster than the level of most prices. 
Durable goods will also continue to 
compete strongly for the consumer’s 
dollar. This will result in consumers 
having somewhat less of a margin in 
optional spending power available for 
life insurance. 


C. O. F. Results Are Shown 


Catholic Order of Foresters, Chicago, 
had a cash yield on all assets last year 
of 3.51%. Assets Dec. 31 were 128.25% 
of liabilities, compared to 127.21% at 
the end of 1947. The assets totaled 
$49,325,320, a gain of $1,360,963. 

The total amount received from mem- 
bers in 1948 was $3,520,963. Total inter- 
est on assets amounted to $1,705,590 
and total income from all sources, $5,- 
322,890. 

During 1948 total benefits and pay- 
ments to members and _ beneficiaries 
amounted to $2,751,623. Included in 
this was $318,642 annual dividend pay- 


The total number 
increased to 


ments to members. 
of certificates in force 
171,960. 


Luckham Leaves Cal. Dept. 
for Beneficial Standard 


D. R. Luckham, assistant to the chief 
of the compliance and legal division of 
California depart- : 
ment, has resigned 
as of April 1 and 
will join Beneficial 
Standard Life of 
Los Angeles as 
vice-president and 
general counsel. 

Mr. Luckham re- 
ceived his law de- 
gree from South- 
western University. 
He was in private 
practice for seven 
years. He joined 
the California de- 
partment in 1938 as 
chief deputy in the San Francisco office. 
He was transferred to the Los Angeles 
office the following year as administra- 
tive assistant. He was a naval lieuten- 
ant-commander in the war. 


Equitable of Canada is continuing its 
1948 dividend schedule. 








D. R. Luckham 





start. 


first three years. 


® 
HOME OFFICE, NEWARK, N. J. 








Modified Life 3 premiums during the first three 
years are 15% less than in later years. For ex- 
ample, at age 35, per $5,000 face amount, the 
annual premium is only $115.65 for the first 
three years and $136.05 thereafter. 


Thus, in effect, the policyowner receives the 
advantage of dividends in advance! And divi- 
dends after three years are usually sufficient to 
reduce gross premiums to the low level of the 


Your First Thought for Cost-Conscious Clients— 
. The Prudential's Modified Life 3! 


NO NEED TO THINK TWICE... 


. « - about recommending The Prudential's Modi- 
fied Life 3 policy when your client needs perma- 
nent protection that's low cost right from the 


THE PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


WESTERN HOME OFFICE, LOS ANGELES, CALIF. 














Agents Should Be 
Dropped Earlier 


for Low Production 


L, I. A. M. A. has published a study 
of recruiting in Canada, covering 2,387 
agents contracted in 1945 by 26 compa- 
nies and 2,149 agents contracted in 1946 
by 23 companies. Among conclusions of 
the study are: 

Of inexperienced agents contracted in 
1946, 52.8% survived 12 months; 69% 
of experienced agents survived. There 
was a tendency in the 1945 group 
toward lower average production in the 
second year. Late terminations are fre. 
quent. Production of late terminators js 
so low, companies need more and earlier 
termination rather than less. 

On a two-year base, one of three who 
scored “A” on the aptitude index suc- 
ceeded, that is, lasted at least 24 months 
and produced more than 12-month sur- 
vivors. Only one of five “B” men, one 
of seven “C” men, and one of 10 “D” 
and “E” men were successful. Of 1,051 
who terminated in the first two years 
only 6.7% maintained satisfactory pro- 
duction. Men between 30 and 45 have 
better performance. Men in the 1946 
group compensated by commissions only 
have a better survival rate than those 
financed by advances or salary but 
financed men are superior in production. 


Section Programs for 
eo * s J 
Statistical Association 

Section programs have now been com- 
pleted for the annual meeting of Insur- 
ance Accounting & Statistical Assn. at 
Edgewater Beach hotel, Chicago, May 
19-21. 

For the life insurance session the 
speakers’ are H. Pease, Travelers, 
checking, writing and reconciliation us- 
ing addressograph nine one hundreds; 
Karl Freytag, Metropolitan, checking, 
writing and reconciliation using I.B.M. 
three line printers; Joe Jacques, General 
American Life, mortgage loan commit- 
tee; Ralph Kennon, Northwestern Na- 
tional Life, mortgage loan accounting; 
Joe Hughes, Pan-American Life, policy 
loans on punch cards; Joseph Slights, 
Phoenix Mutual, dividend accounting on 
602; John T. Hoyt, Metropolitan, the 
I.B.M. 604 potential for insurance cal- 
culation. 

Also: W. A. Killmeyer, Knights Life, 
industrial policy writing; W. Clyde Mil- 
ler, Peninsular Life, commission account- 
ing on weekly debit business; . BE. 
Strock, Prudential, industrial extended 
insurance; A. F. Sanders, Reliable Life, 
some phase of industrial liens; H. C. 
Hansen, Maccabees, agents persistency; 
O. W. Merriweather, Royal Neighbors, 
cost accounting for new business; Ralph 
O. Bonnell, Ben Hur Life, advantages 
and disadvantages of negative account- 
ing, Mr. Kennon, report of uniform ac- 
counting committee; Louis R. Mobley, 
I.B.M., machine room supervision, and 
Roland Mangini, John Hancock, foreign 
control and work simplification. 

Chairman of the life section is George 
H. Hamilton of Phoenix Mutual. 

For the A. & H. sessions speakers are 
R. B. Savage, Wisconsin National Life, 
persistency records in A. & H.; H. E. 
Monor, Metropolitan Life, inclusion of 
A. & H. accounts in life insurance annual 
statements; J. H. Rowell, Lumbermen’s 
Mutual Casualty, temporary disability 
benefits; W. E. Sather and Mr. Kloth, 
North American Life & Casualty, ma- 
chine methods of billing A. & H. pre- 
miums; D. J. Schonberg, Mutual Bene- 
fit H. & A.; A. J. Schese, North American 
Accident, and H. A. Reeve, Constitution 
Life, the new schedule of loss experl- 
ence. 


Hancock Shifts Home Office 
Group Annuity Operations 

John Hancock has transferred group 

annuity administrative operations to the 
actuarial department and the group 
annuity underwriting and _ contract 
writing operations to the group under- 
writing department. 
_ Group annuity administration activ- 
ities are under the immediate direction 
of Philip D. Anderson. Winthrop T. 
Lewis has been designated assistant 
manager. 

Loring W. Powell has been appointed 
manager of the group annuity under- 
writing division and John D. Cunning- 
ham, Jr., and J. Darrison Sillesky have 
been designated assistant managers. 
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Connecticut General 


Life Insurance Company 


Hartford, Connecticut 





FRAZAR B. WILDE 
President 


EIGHTY-FOURTH ANNUAL REPORT 


DECEMBER 31, 1948 


OBLIGATIONS 


Funds set aside for future payments to policyowners and beneficiaries 


Money paid to policyowners and beneficiaries, and ee back with the 
Company to be held on deposit at interest. Also premiums paid 
in advance by policyowners 


Participating policy dividends payable in 1949 
Taxes payable in 1949 


Special funds set aside chiefly because present interest rate is less 
than is guaranteed in certain policy contracts 


All other obligations 
Total obligations 


Capital stock $ 3,000,000 
Contingency funds 18,153,000 
29,431,831 


Surplus 
Total to provide additional security for policyowners and beneficiaries 


Total 


ASSETS 


Bonds 
Stocks 


First mortgage loans : ; 
On city and farm properties (including FHA home loans and 


loans under the veterans’ home loan program of $88,909,382) 
Real estate (including $2,341,262 for Home Office) 
Loans to policyowners 
Bank deposits and cash 


Other assets 
Premiums in process of being collected, accrued interest on 
investments, etc. 


Total assets 
e 


. Insurance in force, December 31, 1948 $2,832,105,167 


$562,237,871 


53,058,792 
2,580,030 
2,479,238 


13,000,000 
1,940,059 


$635,295,990 


50,584,831 
$685,880,821] 





$378,616,898 
14,286,836 
245,176,360 


10,600,093 
14,724,504 

8,043,313 
14,432,817 


$685,880,821 


LIFE, ACCIDENT, HEALTH AND GROUP INSURANCE AND ANNUITIES 












BOSTON, 
No Cebbler's Child, He .. . 


The Columbian National representative has 
Group Life, Hospital for self and dependent, 
and an excellent Retirement Plan. 





» The COULUMBIAN NATIONAL 
LIFE INSURANCE Znyaamy 


MASSACHUSETTS 


BUILT ON INTEGRITY — GROWING ON SERVICE 





Nearly 500 Attend 


Robinson Dinner 


COLUMBUS — Nearly 500 men and 
women, associated directly or indirectly 
with insurance, gathered here to honor 
Walter A. Robinson upon his appoint- 
ment as superintendent of insurance. 

Claris Adams, president of Ohio State 
Life, was master of ceremonies and 
John A. Lloyd, vice-president of Union 
Central Life and former Ohio superin- 
tendent, was the principal speaker. 

Mr. Adams said Mr. Robinson’s tenure 
will be a strong recommendation for 
state regulation of insurance, rather than 
federal regulation. He read a telegram 
of congratulations and good wishes from 
U. S. Senator John W. Bricker, who is 
president of Mayflower Ins, Co. of 
Columbus. 

Mr Robinson is considered a Demo- 
crat, although he is not partisan, and it 
was interesting to note that one of the 
bouquets sent to him was from the Re- 
publican committee of Erie county. 

Mr. Adams introduced the special 
guests, including the members of Mr. 
Robinson’s family, the insurance com- 
mittees of the Ohio senate and house, 
members of the insurance department 
staff, Chief Justice Carl V. Weygant, 
R. L. Moulton, state director of com- 
merce, and six former superintendents, 
Messrs. Crew, Safford, Bowen, Crabbe, 
Dressel and Shield. Commissioner 
Butler of West Virginia was introduced. 
Commissioner Viehmann of Indiana 
told of his long acquaintance with Mr. 
Robinson and the high esteem in which 
he held him. R. Leighton Foster, for- 
mer insurance superintendent of On- 
tario and now manager of Canadian 
Life Insurance Officers Assn.; Superin- 
tendent Dineen of New York; ; 
Hogg of American Life Convention and 
others also told of their long acquain- 
tance with Mr. Robinson and their high 
regard for him. Mr. Dineen said that 
upon his arrival in Columbus he paid a 
courtesy call on Gov. Lausche and com- 
plimented him on the appointment of 
Mr. Robinson as superintendent. Others 
voiced the same thought, saying that in 
naming Mr. Robinson the governor had 
laid aside politics and had rendered a 
real service to the people. 


Gift from Former Superintendents 


Mr. Lloyd said that in passing upon 
questions that come before him, Super- 
intendent Robinson will decide out of 
long experience and keen wisdom. He 
declared that Mr. Robinson’s service as 
superintendent will augur well for both 
insurance companies and policyholders 
and will prove that state regulation of 
insurance can be depended upon. 

Robert T. Crew, Columbus banker, 
oldest former Ohio superintendent, pre- 
sented Mr. Robinson a watch, the gift 
of the former superintendents. It bears 
the initials of each of these men, Frank 
R. Middleton, who was chairman of the 
general committee in charge of the din- 
ner, gave Mr. Robinson two traveling 
bags, the gift of the 13 insurance organ- 
izations sponsoring the dinner. 

Mr. Robinson thanked the audience 
for the tributes that had been paid him 
and the gifts showered upon him. 


Rep. Celler Doesn't Know 
When Probe Resolution 
Will Be Brought Up 


WASHINGTON — Rep. Celler, co- 
author of the life insurance investiga- 
tion resolution, still does not know 
when that matter will be taken up. He 
told THe NATIONAL UNDERWRITER he has 
not talked recently about it with Sen- 
ator McCarran; that he has not asked 
the House rules committee for a hear- 
ing; that he has so much else to do that 
he can’t touch it for a while, and that 
he has no idea when it will be brought 





up. 

Mr. Celler’s recent reaction on the 
subject recalls that insurance represent- 
atives have predicted a “rough road” for 
his resolution. 





Federal Regulation 
Just Around Corner, 
Says Everette Hunt 


Like prosperity in 1932, federal regu- 
lation of the insurance business is just 
around the corner, in the opinion of 
Everette H. Hunt, secretary and counsel 
of the Insurance Federation of New 
York. In a talk before the New York 
Fraternal Congress, Mr. Hunt quoted 
the general counsel of a large casualty 
company—whom he did not identify— 
as saying that in his opinion federal reg. 
ulation would be here in less than 10 
years. 

“What with restrictions like section 
213 of the New York insurance law lim- 
iting expenses and thus making it diffi- 
cult for foreign companies to operate in 
New York and other restrictions coy- 
ering valuations, etc., it may well be 
that the industry will say ‘let’s have fed- 
eral regulation, ” he said. “But I say, 
‘when you get it observe how long it 
will remain only regulation.’ Did you 
ever meet an ambitious public official 
who didn’t think that the government 
could run a business better than those 
who created it? What an easy step it is 
from regulation to operation.” 

As to how the government could take 
over the business, Mr. Hunt cited the 
examples of England. In the case of a 
stock company it could be done by eval- 
uating the shares and buying them, he 
said, but in the case of a mutual.or fra- 
ternal company, which. the public al- 
ready owns, it would be even more 
simple, just a transfer of assets to a 
government corporation. 

“I realize that insurance says ‘we 
are not in politics,’” he said. “I say 
that it and every other business is in 
and owes its very existence to politics 
and to the laws which those controlling 
politics pass. If only those persons 
owning insurance policies or certificates 
were made to understand what is going 
on, if even fraternals’ 10 million mem- 
bers liad any idea that soon they might 
be paying into another so-called social 
security fund which in turn loans its 
assets to the government, then a bul- 
wark would be created against what the 
Omaha ‘Herald’ referred to last month 
in an editorial as the insurance state.” 


Hal S. Bennett Is Choice 


for Utah Commissioner 


SALT LAKE CITY—Gov. Lee has 
sent to the senate the name of Hal S. 
Bennett, Salt Lake City business man, 
for appointment as Utah insurance com- 
missioner to replace Oscar W-: Carlson. 

Early in the legislative session, a bill 
representing the wishes of Gov. Lee, 
was introduced to give the insurance 
department independent status, sep- 
arated from the business regulation 
commission, where it has been for the 
past eight years with a commisssioner 
ex-officio and a deputy looking after the 
affairs of the insurance department. 
However, the legislature will soon ad- 
journ and apparently Gov. Lee decided 
that the bill is. doomed and hence made 
the nomination of Mr. Bennett. 

There were a number of possible ap- 
pointees mentioned, but they were re- 
ceptive only if the bill should pass set- 
ting up the insurance department on an 
independent basis. 


Now 2nd V.-P. 


Charles W. Dow, 
whose appointment 
as 2nd vice-president 
of Equitable Society 
was reported in last 
week’s issue, was for- 
merly with Cities 
Service Co. at Den- 
ver and New York 
before joining Equi- 
table in 1935 as man- 
ager of industrial 
securities. 
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5)(0) Years of GROWTH 


March 1899 founded to provide information on 


individuals of Atlanta, Georgia. 
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M are h 1949 providing dependable information for 
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“a “ director of sales service Mutual Benefit, Stqte Mutual Names S W —?- 
Eastern Ad and Kenneth L. Brooks, assistant direc- U. ° Probe ould Ins 
Rally P tor of sales promotion Prudential; on Reimers at Seattle B is Diatnonn 
m prospecting by Royden C. Berger, di- 3 , enell usl 'e H 
a y rogra rector of Advertising Connecticut Mu- Si ph ii cg a ale. O 
tual, and J. H. Warner, advertising P° . in Sa C 4 
Is Perfected manager Aetna Life; and on selling by — a He a B. Laney ys ummings Cor 
z i Norman L. Klages, advertising manager 29d W. M. Dow, who will continue as s z ; been 
NEW YORK—The program has been Reliance Life, and Burt M. Langhenry, personal producers. : te DENVER—“One of the best things appea 
completed for the eastern round table assistant vice-president Acacia Mutual. Mr. Reimers started in the life insur- that could happen to the life insurance] Contr: 
of Life Advertisers Assn. at Hotel ance business at St. Louis in 1939 and business today would be to have the that 1 
Roosevelt here March 17-18. The meet- Advertising Panel later was in supervisory and manage- ‘threatened’ federal investigation of life] jut 1 
ing will be a critical analysis of public i ‘ . ment work in Chicago’before going to insurance take place,” President Harold tive ¢ 
relations, advertising, and promotional That afternoon Bruce Palmer, vice- Seattle. He was life department man- J, Cummings of Minnesota Mutual Life] Comn 
methods by experts outside the business, President Mutual Benefit; Clancy D. ager of the Youngberg-Carlson & Co. told the Denver Life Underwriters Assn,} Johns 
the first afternoon, effects upon sales Connell, general agent Provident Mu- general agency of Continental Assurance Amplifying this startling statement, The 
and service activities as seen by experts tual, New York, and Seymour A. Sutor- at Chicago and then was brokerage Mr. Cummings said the reason the in-| sug. 
in the business, the second day. The iS, special agent Equitable Society, manager for the Henry C. Hunken gen- vestigation would be beneficial is that operat 
analysis is considered important because New York, will constitute a panel on eral agency of Connecticut Mutual there. agents are just beginning to learn what] 14 19 
of the changing nature of markets, pend- etter use of company advertising and For a time he was with Midland Na- they have to sell and an investigation of the 
ing changes in the social security act, ‘2!es material. A. H. Thiemann, as- tional of Watertown, S. D., at the home would show that life insurance and life} cyran 
and the proposed legislative investiga. Sistant secretary New York Life, and office and in Seattle. .,. .. imsurance companies today are probably | jospit 
tion of life companies. Harvey L. Kesmodel, sales promotion Mr. Reimers was an air force pilot in the last and only sound bulwark of the (a) 
Howard D. Williams, president of ™@nager Sun Life of Canada, will assist. the war. free enterprise system. the ci 
Erwin, Wasey & Co advertising agency wee gene wie - ie is ~f ae The meeting was seomacnen by the ig 
; } , : oa : : A : a ; 
will lead off, followed by Alfred B. Stan- (Veier, Frudential, chairman; F. L. eyo Quarter Million Dollar Round Table} force 
ford, es ae a ry ee York “Herald Cooper, New York Life; C. R. Corcoran, e Matthews Sentenced and the Life Managers Assn. Aecti 
Tribune,” who will present the news- Equitable Society; M. S- Crockford, Ex- to Indeterminate Term Charles E. Childs, Minnesota Mutual, surgic 
paper man’s views; and Edward G. Pen- celsior Life; Robert Durham, Metropol- president of the managers association, | \ith ; 
dray, head of Pendray & Leibert public itan; A. C. Hansch, Mutual Benefit; R. Miss Elsie Matthews, former general presided. eases 
relations organization. M. MacGregor, Phoenix Mutual; Sid agent of Manhattan Life at Montclair, both s 
March 18, morning, will have discus- Shaul, Colonial Life, and J. B. Treusch, N. J. has been sentenced to an inde- Austin (Tex.) Life Agency Cashiers beginr 
sions: On recruiting by John Brundage, U. S. Life. terminate term in Clinton reformatory Assn. had as guest speaker Alex Ferris,| maint 
on charges of embezzlement and for- dress shop manager and buyer, who| less t! 
gery. There were five charges covering discussed office workers’ dress. date o} 
a total of $24,417 in misappropriations. - 
The irregularities were uncovered by a Sectio 
company audit. E. R. McGlynn, Miss The 
Matthews’ attorney, pleaded for leni- pendec 
| ency, saying that she had made sub- sub-dit 
stantial restitution on all but one for- this ca 
| gery count, that she was the sole sup- due tc 
| port of an older sister, and maintained resulti! 
the family home in nearby Caldwell. ginnin; 
He pointed out that her acts were the po! 
| not motivated by temptation to specu- the cor 
late but were due to her failure to (b) to 
| understand that she was not making tion al 
| enough money to keep up with her ease “I 
| scale of living and_business expenses. would 
| However, County Judge Francis said and of 
| that since Miss Matthews was an edu- the ex 
| cated and cultured woman she owed The 
| a greater debt to society than do ordi- that th 
| Nary criminals. * to pro 
that th 
| E JUST LIKE A BOX d ) 
‘Martin Scott Slated SEAT AT GRAND CENTRAL sat 
Martin Scott, head of Scott & Co., STATION. and m 
| Los Angeles, insurance brokers and ac- Last week started out very much where 
_tuaries, and president of the American ~ an other week, at LF 3 = render¢ 
° ° . ° . 1S j , ry - 4 Alden Palmer checked in 1 4 
“If you kids are serious, read over this Bankers Life literature, | Society, Ww ill_ speak March 15 to the tween out-of-town speaking engage- The 
' hen call > rou'll b edi . yp | New York City C. L. U. chapter. ments; Bill Spencer thrilled us when the ite! 
then call me... you e needing some insurance! | 2 eee pitino he came in loaded with the results exceed 
sa oe = 7 aa aia of a — + ~ studio; by the 
= . im iller anc to) aisey were 3 
. G. A. at Wichita getting settled down again to office respon 
Wi h routine after their week’s meeting there i: 
ankersiijemen Keep Up Wit witha fine company group down =f] 0°" 
Bankers Life of Nebraska has ap- pa Cee we "2 =: ae 
: ~ ns > 1 rr us wasn 
What’ G in On pointed Garland T. Scott as general con gt lng oe . ee ae 
S O g agent at Wichita. A resident of Wichita, New York, Minnesota or Texas. We : 
welcomed Dr. Edwin | White— insurer 
outstanding authority jn the fields of the 
. . : . . taxation, tat anning, n- 
Peeking in windows is not one of the ways that the typical sin iemaennes, "Wie joie we fe sured 
. . . . Director_of. our Advanced Under- the am 
Bankerslifeman keeps up with his prospecting. However, he writing Division. regular 
does use all the better accepted methods for keeping himself INCIDENTALLY, Hilbert Rust left includit 
- . . this week with Paul Speicher for operati 
informed—both about his prospects and about the business of Hawaii where they will be guests of anesthe 
; : the Hawaiian_ Association at_ their $3 for 
life insurance. 3-day Sales Congress. Just, before 4 
departure they were entertained at 
a special breakfast session by that 
This alertness is a natural development resulting from the or = fs + a ae LIAM 
training he has had beginning with his first days in the agency —— Agen 
° i ° all at ¢ imes, of 
office. That basic training is supplemented by four home office catse hes some aol members are en te 
; : : : ; t : 
conducted schools during his first three years in the business. Despite this, they make “their print. had ans 
: : : ‘ — t t tak f 
During that whole period he is helped to apply what he is —_ Mt 4 
learning under careful supervision in the field. He knows how anita ESE GRAND CEN- and Ser 
ee mg é : : , the nj 
to utilize life insurance to meet real life situations. comings and goings—all in the inter- lated 
ests of the institution of Life Insur- Manag 
ance. Thus, the closest possible con- “Doll 
The trait of awareness is just one of the characteristics of po Tal TI Ange .*, 7 
Bankerslifemen which make them the kind of life underwriters eee A eee Sea oie ’ 
you like to know as friends, fellow workers, or competitors. $25,000 
: the ma 
PAUL SPEICHER tems, s: 
Managing Editor other t 
/ e C GARLAND T. SCOTT THE INSURANCE checkbo 
BANKERS Z e OMPANY oe he nee been a annnpetind eoconnnt RESEARCH & REVIEW SERVICE Selgeal 
producer, e was on the acu ty 0 ” 
DES MOINES Wichita University before going into in- \ INDIANAPOLIS ey 
| surance, = mission: 








irch 4, 1949 


—s 


uld 








best things 
e insurance 
» have the 
tion of life 
ent Harold 
Autual Life 
riters Assn, 
statement, 
son the in- 
ial is that 
learn what 
vestigation 
ce and life 
e probably 
‘ark of the 


ed by the 
und Table 


ta Mutual, 
ssoOciation, 


y Cashiers 
lex Ferris, 
uyer, who 














March 4, 1949 


Insured Wins 
Hospital Issue 


Commercial Travelers Casualty has 

been held liable by Texas court of civil 
appeals under a hospital and surgical 
contract for an appendicitis operation 
that was performed more than 30 days 
but less than 180 days after the effec- 
tive date of the policy. The case was 
Commercial Travelers Casualty vs. 
Johnson et ux. 
” The effective date of the policy was 
Aug. 20, 1947, and Mrs, Johnson was 
operated on for acute appendicitis Jan. 
16, 1948. The waiting period provision 
of the policy reads in part: “The in- 
surance hereunder is against loss due to 
hospital residence and surgical operation 
(a)... .3; (b) resulting from sickness 
the cause of which had its beginning 
after this policy has been maintained in 
force for not less than 30 days from the 
effective date... .; (c) resulting from 
surgical operation (except in connection 
with accidental injury) and/or any dis- 
eases (sic) which is not common to 
both sexes, the cause of which had its 
beginning after this policy had been 
maintained in continuous force for not 
less than 180 days after the effective 
date of the policy. 


Section (c) Not Applicable 


The court ruled that since an ap- 
pendectomy is common to both sexes, 
sub-division (c) has no application to 
this case and that the policy covers loss 
due to hospital residence and surgery 
resulting from sickness having its be- 
ginning after 30 days from the date of 
the policy. Subdivision (c) according to 
the court, limits and negatively modifies 
(b) to the extent that if the hospitaliza- 
tion and operation resulted from a dis- 
ease “not common to both sexes” there 
would be no liability unless the disease 
and operation had their beginning after 
the expiration of 180 days. 

The insurer also objected to the fact 
that the claimant had not been required 
to prove, as provided in the contract, 
that the items of expense were “in ac- 
cordance with the usual, customary 
and regular charges for such services 
and materials in the immediate locality 
where such services and materials were 
rendered and furnished.” 

The court concluded that so long as 
the items claimed and sued for do not 
exceed the maximum amounts promised 
by the insurer to be paid for the cor- 
responding items in the policy schedules, 
there is no good reason existing requir- 
ing the insured to prove that such 
amounts are usual, customary and 
regular charges in that locality. The 
insurer did not challenge the amounts 
of the items but contended that the in- 
sured should be required to prove that 
the amounts were usual, customary and 
regular. The judgment here was $212, 
including $98 for hospitalization, $75 for 
operation, $10 for ambulance, $10 for 
anesthetic, $15 for operating room and 
$3 for laboratory fee. 





LIAMA Booklet Helps 
Agent Plan His Spending 


In response to a demand by agents 
and managers for a sound philosophy 
of controlling personal finances, L.I. A.- 
M.A. has recently published “Dollars 
and Sense,” a booklet now being circu- 
lated with the February edition of 
“Manager’s Handbook.” 

“Dollars and Sense” presents a simple 
plan for spending which has been suc- 
cessfully tested by life insurance men 
Whose incomes range from $2,500 to 
$25,000 a year. The plan is tailored for 
the man who is allergic to budget sys- 
tems, since it requires no bookkeeping 
other than the maintenance of three 
checkbooks, all on a single bank account. 

The agent is urged to go a step fur- 
ther and set up a working “pay as you 
go” plan of expenditures. This second 
control system fits fluctuating com- 
Missions into a yearly over-all expense 
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schedule. Detailed account sheets are 
sketched and a question and answer 
chapter irons out any problems which 
may come up in the course of setting 
up the “pay as you go” plan. 

H. Fred Monley, assistant director, 
company relations division, is the author 
of “Dollars and Sense.” He is director 
of the teaching staff of the schools in 
agency management and has written 
several other Association publications. 





Home Beneficial of Richmond was 50 


Shanks Emphasizes Need 
for More Equity Capital 


There should be a healthy relation- 
ship between equity capital and bor- 
rowed capital and “I cannot look with 
other than foreboding upon borrowing 
which is not part of a balanced pro- 
gram and where there seems to be no 
possibility of balance in the future,” 
President Carrol M. Shanks of Pruden- 
tial said at the convention of the As- 
sociated General Contractors of Amer- 
ica in New York City. 





vears old Feb. 24. 


9 





Mr. Shanks said that inability to sell 
equities causes many corporations to 
turn to borrowing. Some corporations 
have ample room for borrowing, others 
jittle or none, but in the case of al- 
most any corporation there comes a 
time when it should have equity money 
and not additional borrowed money. 





John C. Nuzzo of Chicago has moved 
the Nuzzo agency, State Wide agency, 
Conservative Life and Standard Life of- 
fices from 166 West Jackson boulevard 
to 2917 North Cicero avenue, Associated 
with him is his son D. Victor Nuzzo. 
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Vocational F ilm 
Shows Careers in 
Home Office Work 


“Life Insurance Occupations” is the 
title of a new motion picture produced 
by Vocational Guidance Films, Inc., Des 
Moines, in cooperation with Institute of 
Life Insurance and Life Office Man- 
agement Assn. It is one of a series 
called “Your Life Work” produced by 
the same organization and used widely 
among educational groups. The film 
was photographed in Washington Na- 
tional’s home office at Evanston, Ill. It 
briefly explains the functions of the 
various departments and describes the 
work done by individuals in each. 

Directed towards high school and col- 
lege students, it is expected to have 
extensive use in the vocational guidance 
field and in public relations. 

The institute is making prints avail- 
able to life companies at cost, $45. For 
an additional $5 a leader is provided 
stating that it is presented in the inter- 
est of education by the company named. 
It is available on 10 days approval. The 
film is a one-reel 16 mm. sound picture 
in black and white and runs 10 minutes. 


Embolism Held Accidental 


Death resulting from acute embolism 
due to coughing resulting from admini- 
stration of opiates following an opera- 
tion was held by the eastern Idaho fed- 
eral court to be covered by a double 
indemnity provision despite the fact that 
the policy covers only bodily injury 

“effected solely through external, vio- 
lent and accidental means.” The court 
held that the plaintiff having established 
that death was accidental, the company 
had the burden of proving that the acci- 
dent or injury was within one of the 
policy exceptions and that the company 
had failed to do this. The case is Wil- 
son vs. New York Life. 
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Companies’ 1948 Year-end Figures Are Shown U. | 
e } 
Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Total in Policy- Bus. Force Dec. in Ins. Income Paid Disburs. eI 
Assets Assets holders 1948 31, 1948 in Force 1948 1948 1948 
$ $ 3 $ z $ T 
American Life, Ala. ........ 5,896,126 776,847 732,421 22,575,712 58,127,473 3,484,508 3,193,910 1,077,847 —-2,698,778 NE\ 
American Mutual .......... $8,261,363 1,471,574 1,980,967 17,045,581 125,682,229 8,590,085 «3.312.213 «22201413846. 699 policy 
Bankers National .......... 26,219,675 3,018,233 «1,829,002 22,186,837 150,589,649 11,578,535 4,747,522 «1,515,814 3,559,442 | Jife tl 
iS ars 22,480,167 1,537,460 1,502,714 10,715,854 117,540,452 3,062,653 3,073.33 1,557,103 2.846.471 
Sy 2 ae 752,015 777,713 611,867 9,724,115 42,870,921 6,468,616 1,81! 476.037 1,295,005 | operat 
Citizens National ........... 291,443 129,781 250,628 1,227,500 1,996,500 1,201,500 5,860 96.126 | oldest 
Commonwealth ............. 53,290,848 5,567,216 5,361,646 86,451,204 395,129,794 47,127,211 2,222,007 7,302,068 + | the 10 
Farmers & Traders ........ 20,818,752 1,791,090 1,139,072 11,466,431 101,331,812 7,043,531 729,987 1,662,289 
Golden State Mutual ....... 3,827,091 622,901 828,869 16,356,409 46,925,006 5,314,746 664,449 2,562,879 | compa 
Government Personnel Mut.. — 1,330,906 382,605 214,990 24,525,349 28,370,896 17,516,118 81,462 631,283 Poir 
Fidelity Union ............. 12,458,387 1,533,539 2,150,000 15,820,220 67,047,489 10,347,503 316,849 1,279,419 | precia’ 
Grange Mutual, Ida. ........ 1,648,516 247,228 191,363 1,552,300 10,809,913 1,128,371 46,402 184,407 t 
Guarantee Reserve ......... 3,072,453 363,154 432,492 6,652,934 30,665,419 1,806,057 173,966 686.584 recen 
Guaranty Union ............ 5,724,018 288,188 1,159,963 5,163,684 28,128,952 1,941,650 628,700 1,119,499 | beck % 
Home Life, N. Y. .... 207,753,571 13,543,337 8,857,758 85,828,817 780,024,409 48,841,637 20,858,860  10,627.999 20,057,302 have | 
Kiww Wille 4325-506. - 4,028,762 1,400,036 617,555 17,217,000 85,292,805 15,181,521 1,655,025 226.698 769,656 during 
Liberty National ..........- 63,174,691 10,280,422 6,614,155 120,099,547 504,587,924 45,220,176  20.668,.315 3,890,324 14,047,412 seb 
Loyal Protective ........... 8,334,778 1,185,516 2,800,735 4,372,065 20,374,333 2,209,190 750,921 146,977 2,716,929 force 
Massachusetts Savings Bank 72,692,548 6,143,456 5,920,097 27,100,860 342,587,696 23,260,042  9,224.611 4,432.592 6,394" 863 times 
National Reserve ........... 10,063,455 1,552,089 1,245,945 12,380,658 46,770,257 7,273,840 2,073,200 397,485 1,493,658 Assets 
SW IVDRIE! oo acc sc be ce ee 21,144,069 1,611,248 1,873,655 13,982,614 93,686,765 7,101,800 — 2,704,610 928.368 2,297,219 lear 
Peninsular Life ............ 12,911,482 1,803,011 2,035,409 24,953,838 119,643,390 7,784,834 4,324,448 712,212 3,417,336 in that 
Philadelphia Life .......... 22,192,875 1,612,948 1,111,860 23,633,946 104,120,401 16,336,585 2,721,125 «1,123,504 2,383,299 repres 
Postal T & C. bo ...Ss55de0% 4,368,558 195,295 976,665 5,243,965 18,939,311 621,445 1,404,711 525,254 1,382,814 beginn 
Reliable Life 8,923,827 1,448,819 899,080 53,901,646 124,564,283 9,952,850 3,852,086 926,016 3,978,792 5 
Heebwe. faith. 2. 630cclets eke 3,339,809 1,701,983 601,797 2,155,671 6,528,319 1,337,503 7,396,631 1,839,237 «5,717,036 holder 
Southern Life, N. C. ........ 5,613,981 1,055,393 1,251,949 33,598,143 65,191,646 5,376,304 2,892,430 516,193 2,152,235 A. & 
SST OTS Rea ea 72,785,360 11,445,218 2,500,000 31,563,759 275,016,892 16,599,156 6,898,909 2,627,936 7.698.993 in 194 
Standard, Kansas .......... 10,917,038 —100,922 948,016 2,689,750 $2,632,517 67,006 823,962 961,988 1,266,453 
State Capital .............. 4,049,829 976,601 519,736 24,032,434 2,907,480 15,529,560 2,997,070 356,185 2,151,848 ume ¢ 
State SATIN 0... cseokse. ss - 29/803,025 5,318,111 4,660,719 64,338,232 295,430,328 35.636.156 7.948.239 1,592.545 ——-5,004"210 incom 
State Mutual ............... $31,715,814  20,959.563 11,487,173 148,506,862 1,004,419,166 103,140,766 32,013'848 17.606.015 31.140" 861 ing a 
Bnneet GAGA 2. occkeiees sees = 2,359,186 247,876 376,150 4,607,638 23,699,158 2,766,073 510,507 139,925 398,782 shape 
Wntvereal Tac Ay osc... 0+- 5,026,223 830,118 600,000 22,991,548 63,992,017 3,505,822 2,203,663 1,507,616 has 1s 
United American ..........- 2,218,679 579,412 381,346 4,642,289 22,185,860 3,120,328 914,341 613,261 territo 
Weatetn, MD, ..25%055544s0: 735,089 108,504 40,061 3,161,212 16,040,780 555,437 501,272 j 419,495 
Western Reserve ........--- 6,146,044 866,719 482,178 7,674,411 40,220,451 3,908,835 1,280,187 240,341 791,778 $350 
FRATERNALS 
Brotherhood R.R. Trainmen. 47,906,513 2,904,659 —«-1,241,625 «45,713,500 153,457,505 —4,155,827 11,812,337! 9,026,002 11,316,601 from 
Ladies’ Catholic Beney. Assn. 31,354,109 700,344 3,327,253 1,027,000 51,097,803 582,640 2,114,197 346,294 1,589,362 
acaietanees NE\ 
1 ° . 
Includes A. ate H. : ; oe een kk a Lees lion is 
st ae ee cam mS ma a aN A Pe eo Wes aii = — plans ‘ 
No haiti - Funds at with the annual meeting of the National 007,299; assets totaled $11,797,313. Net ns 
‘ a Assn. of Home Builders in Chicago. interest rate earned on assets was | S'OUP 
Right Rate, Says Meredith Mr. Meredith expressed: the belief that 3.82%. the fir: 
if interest rates are allowed to advance There was received from members | [re N 
The surest way to guarantee an abun- sufficient funds will be forthcoming to $904,196, and total income was $1,519,- advanc 
dant supply of funds for mortgage care for the warranted demand of funds 604. The society paid $781,212 to mem- | ‘gure, 
financing is to allow interest rates free- for home purchases. _ bers and beneficiaries. The contingency pone: 
dom to move within the market range, ., Mr. Meredith also made the point reserve was increased $150,000 to the | ¢ ©” 
. a +... that while builders and others are argu- total of $600,000; unassigned surplus is Afte 
L. Douglas Meredith, executive vice- . : 3 p Pp Mr. S 
id € National Life of V. ing for lower interest rates as an in- $1,241,427. Policy reserves totaled | “™ >‘ 
president of Nationa ile oO ermont, ° ° = , be tl 
said in a panel discussion in connection centive to home ownership they should $9,299,140. gg 
not overlook the fact that according to been d 
a study made by the National Housing a book 
Agency a 20% reduction in the cost of to the 
a house and lot is more than three times guage, 
as effective in reducing monthly costs ere 1S8 @ Reason... show | 
asa — reduction in the rate of inter- — f 
est charged for a loan. For example, “ 3 ; ; arge ¢ 
total monthly payments and costs of 2 | Why the Wisconsin National Life | | employ 
$5,000 house would be reduced 5.4% | field underwriter is successful in his | | about : 
over a 25-year period by reduction of | chosen career — cate th 
neveest rate from 5% to 4% whereas bene Ey 
a reduction in construction costs from He i H benenc 
a e is ful ippe 
$5,000 to $4,000 would reduce monthly ly te PP . to cover the their p 
payments by 16.4%. ga needs of the buying He | 
public, tory bi 
out anc 
Iowa Insurer Converts 
@ A complete line of Life, E me sae 
X p e of Li ne 
DES MOINES — The Iowa depart- dowment and Term ame ance ¢ 
ment has approved the transformation P some ' 
ay of National Benefit Ins. Co. which @ Accident and Health on 
will operate as a level premium legal H ° Sik 
reserve stock company. @ Hospital and Surgical Ex. that be 
_The company formerly was Na- pense tive ba 
tional Benefit Ins. Assn. It will con- @ Juvenile with Premium Payor on wh 
tinue to write A. & H. including hos- Disability should 
pitalization with W. W._ Powell con- URN, 
tinuing as president, K. B. Merrill as @ Non-medical 
vice-presiden n : i 
pi: sary t and H. H. Gunn as @ Sub-standard insurance Kan. 
oe ey has distributed to pol- @ Insurance on Women to Ce 
ous icyholders $150,000 in the form of Reti 
etirement In 
Opportunities preferred stock and $90,000 to convert e Income - Com 
the present policies in form to non- @ Mortgage Redemption selnoen 
cancellable to age 70, and $196,080 of ep ance 
aymaster Pla 
the net worth of the company in ad- oy A “ oe 
oe benefits to policyholders on @ Single Premium Cpbyy 
claims @ Salary Savi abaggeh 
ings =f 
es additional benefits will be paid ry 9 ace 
on the basis of 5 - . . 
re. =e % to those that re We have splendid openings for under- surance 
ceived the preferred stock and 10% | writers in Wisconsin—Michigan—Minnesota presse 
to those that did not on all claims be- —Illinois—Indiana oe 
MeMillen tween “ 30, 1948 and Sept. 30, the thr 
1949 and 5% on all claims for the j 
: “ Write the Age Departm 
10 year period starting Sept. 30, 1949. enney Rapetmane of Regt 
The company was originally started WISCONSIN NATIO E terstate 
- a Commercial Men’s of NAL LIF Dineers 
arshalltown, and was changed to the | M 
ALT, 
National Benefit Accident Assn. in NSURANCE COMPANY ply: 
1929, ° . ; 
Oshkosh, Wisconsin tion a 
. States | 
Equitable Reserve Totals Established 1908 pact as 
Business in force of Equitable Re- R. P. Boardman, President Sa 
serve, Neenah, Wis., Dec. 31 was $40,- ea 








XUM 


h 4, 194y 





20,057,302 
769,656 
14,047,412 
2,716,929 
6,394,863 
1,493,658 


NDS et 2 tS STOO BY PD co bo 


5,004,210 
31,140,861 
398,782 
1,507,616 
613,261 
419,495 
791,778 


1,316,601 
1,589,362 


13. Net 
ets was 


members 

$1,519,- 
to mem- 
tingency 
) to the 
irplus is 

totaled 


Nees 
al Life 


in his 


er the 
buying 


fe, En- 
ans 


| Ex. 


Payor 








March 4,.1949 


LIFE INSURANCE EDITION 


11 











U. S. Life Enters 


Centennial Year 


NEW YORK—Having sold its first 
policy on March 4, 1850, United States 
Life this week enters its 100th year of 
operation. The company is the third 
oldest company in New York state and 
the 10th oldest among all United States 
companies, 

Pointing to the increased public ap- | 
preciation of insurance protection in 
recent years, President Richard Rhode- 
beck added that great forward strides 
have been made by United States Life 
during the past decade. Insurance in | 
force is $248,688,802, almost five 
times the amount in force 10 years ago. 
Assets also showed a substantial growth 
in that period. Its figure of $33,646,489 
represents four times the assets at the 
beginning of the 10-year period. Policy- 
holders surplus is now $1,684,359. The 
A. & H. division, beginning modestly 
jn 1940, has produced a substantial vol- 
ume of individual and group premium 
income—its 1948 total, $1,605,486, be- 
ing a new high. United States Life 
has issued policies in 19 countries and 
territories all over the world. 


$350 Million Premiums 
from Collective Bargaining 


NEW YORK—More than $350 mil- 
lion is being spent annually on welfare 
plans arrived at through collective bar- 
gaining, Martin E. Segal, New York 
group and pension consultant, said in 
the first of a series of five lectures be- 
fore New York University students of 
advanced personnel management. The 
figure, he said, excludes all premiums de- 
veloped through voluntary installation of 
the employe benefit programs. 

After a welfare plan has been installed, 
Mr. Segal suggested that the employes 
be thoroughly educated as to what has 
been done for them. He suggests that 
a booklet be written to explain the plan 
to the employes in nontechnical lan- 
guage, that records be maintained to 
show the employes just what is being 
done for them, and, if the company is 
large enough, an annual report to the 
employes should be made telling them | 
about the plan. The report could indi- | 
cate the benefits paid, and perhaps a few | 
case histories without the names of the 
beneficiaries, as the latter resent having 
their problem discussed in public. 

He takes a dim view of the explana- | 
tory booklets some companies have put | 
out and stated that they are wrapped up | 
in too technical language. Only insur- | 
ance company lawyers can understand | 
some welfare program descriptive pam- 
phlets that he has seen, he said. 

He also advised the personnel men 
that before they get involved in collec- | 
tive bargaining with unions and agree | 
on what benefits will be paid, they | 
should know what the cost of the pro- 
gram will be. 











Kan. Commissioner Cool 
to Compact Proposal 


| 
Commissioner Sullivan of Kansas has | 
released a letter he has written to Insur- | 
ance Director Stone of Nebraska in | 
response to the latter’s proposal that the | 
interstate compact principle be put into | 
effect on the part of a number of west- | 
ern states as a means of promoting | 
greater efficiency and economy in in- | 
surance supervision. Mr. Sullivan ex- 
presses the belief that an interstate | 
insurance compact is not the answer to | 
the threat of federal regulation. 

He refers to the fact that Mr. Stone | 
had cited as successful precedents in- 
terstate compacts in the matter of oil 
conservation, and in respect of rivers. 
Mr. Sullivan remarks that these com- | 
pacts deal with the matter of conserva- 
tion and equitable division between 
States of natural resources. The com- 
pact as proposed for the regulation of 
insurance is a departure from that | 
theory in that it is for the purpose of | 
promoting cooperation between states | 


YUM 


in administering present regulatory laws 
and other matters. Heretofore these 
matters had been dealt with by uniform 
laws rather than by compacts. Mr. 
Sullivan said he is heartily in sympathy 
with such a program on the basis of co- 
operation between states. 

The compacts for oil and gas and 
water rights do not tend to limit or con- 
trol the authority of the states to fix 
rates, or in any other way limit the reg- 
ulatory authority of the state over the 
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W HEN you pass a milestone in your career, 
there’s always the temptation to do a 


For instance, National Life insurance in force 
now totals over a billion dollars. That’s a loc 
of life insurance. As a matter of fact, out of 
the more than 500 life companies in United 
States, only 28 have topped this billion-dollar 
mark. So probably we could be forgiven for 
making quite a fuss about it. But actually, 
what’s behind this billion? 


The real point, it seems to us, is that al- 
most 200,000 people all over the country 
have chosen our mutual company to help 
them become financially independent. 


“See your National Life underwriter © 
at least once a year” 


A MUTUAL COMPANY 
OWNED BY ITS POLICYHOLDERS 


COPYRIGHT 1949, NATIONAL LIFE INSURANCE COMPANY 


commodity concerned within the state. 
While uniformity of procedure is a de- 
sirable end, he declared, it is apparent 
that there is such a divergence between 
existing laws and regulations of the 
states that the proposed commission 
would not be able to function as any 
more than a clearing house of informa- 
tion and this would be only a duplication 
of presently existing organizations with- 
in National Assn. of Insurance Com- 
missioners and Council of State Govern- 


THE 


Cock-a-doodle don’t ! 


much crowing... 


leisure... 


SOLID AS THE GRANITE HILLS OF VERMONT 


AMERICAN 





Families and individuals—they have hopes 
and plans for the future which they value 
at one billion dollars — and they have 
placed them in our hands. 


This makes us feel proud... 
at the same time. That's why we're not doing 


But when we mail out those monthly checks 
and stop to think what each one means — 
a deserving student sent to college . . . a father- 
less family held together under its own roof 

. .a widow maintained in decent comfort 
.. an elderly couple retired to well-earned 


That's when we really feel like crowing! 
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ments. He said he is not going on record 
as definitely opposing the Stone pro- 
posal, however, but states the Kansas 
legislature has only six more weeks to 
go and this will not permit giving the 
matter proper consideration. 





Leonard F. Crowe has been appointed 
general agent by Pioneer Mutual Life 
at Des Moines. He has had 15 years in- 
surance experience in Indiana, Texas 
and Washington. 
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Hoover Commission 
Urges Corporate 
Setup for NSLI 


WASHINGTON Far reaching 
changes in veterans administration op- 
erations are recommended in the report 
of the Hoover commission on govern- 
ment reorganization to Congress. These 
include separation of VA insurance ac- 
tivities and processing of death claims 
of beneficiaries from all other programs 
and organization of a government cor- 
poration to handle such insurance and 
claims. 

The commission’s task force on vet- 
erans affairs was headed by Col. Frank- 
lin D’Olier, former chairman of Pru- 
dential. On the advisory committee 
were John Stevenson, president Penn 
Mutual; Edmund Fitzgerald, president 
Northwestern Mutual; and Paul F. 
Clark, president John Hancock. Valen- 
tine Howell, vice-president and actuary 
Prudential, was survey director. 

The commission report says the 
armed forces have not fully advised per- 
sonnel, upon separation, about their in- 
surance rights and that there has been 


trouble in obtaining full cooperation 
from policyholders on premium pay- 
ments, 


The commission recommends that all 
functions relating to insurance be con- 
solidated and incorporated into a vet- 


erans life insurance corporation and that 
a veterans’ benefit service take over ad- 
ministration of pensions, retirement 
benefits and disability compensation. 
The report says VA on June 30, 1948, 
was handling nearly seven million life 
policies with a face value of nearly 
$40 billion, and VA had 15,432 employes 
last year engaged on insurance work, 
= average work load being 450 poli- 


“The D’Olier task force reported the 
private company providing the best ba- 
sis of comparison has a work load per 
employe of 1,762 policies. The task 
force pointed to various differences be- 
tween operations and private company 
operations which make VA work sim- 
pler and some which make it more com- 
plex. 


Lists Present Deficiencies 


The report cites the following 
ficiencies in insurance operations: 

Issuance of converted insurance poli- 
cies has lagged and the calculation of in- 
surance dividends owed to policy- 
holders has been long delayed. 

The separation of the handling of 
death claims from insurance operations 
has created some inefficiency. 

Machines for premium billing and ac- 
counting have not been utilized to the 
fullest. 

Private inspection services have not 
been adequately utilized to corroborate 
claims, 

Work measurement standards have 
not been adopted to the fullest extent 
possible. 
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If you would Stand Out from the Crowd here’s 


Eighteen additional General Agents are needed 
right now in connection with our extensive Expansion 


Program. 
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Agents do so well. 
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You might be interested to know that our present 
General Agents are making more money than they ever 
dreamed possible—And, there’s a reason. 


Ask us in confidence to tell you why our new busi- 
ness increased 36 percent last year and insurance-in- 
force went to over 40 Million — and why our General 


RayMmonp F. Low, President 
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A QUARTER CENTURY OF SOUND GROWTH 


The premium record card has often 
been inefficiently kept and policies some- 
times lapse because of a failure to keep 
addressograph plates for premium bill- 
ing in agreement with payment records. 

Supervision of insurance operations 
has not been adequate and employes 
have lacked sufficient training for per- 
formance of the more difficult tasks. 





PAYMENTS SLOW 





Service on death claims has been slow 
and has been a cause of great irritation. 
The average time required to process 
death claims on an insurance contract 
is much longer for government insur- 
ance than for insurance in private com- 
panies. On converted VA insurance the 
average time required to process death 
claims is 90 days. Too many claims re- 
main unpaid for as long as a year. 

The commission recommends _ that 
VA insurance operations, including the 
processing of death claims from bene- 
ficiaries, be separated from all other 
VA programs and be organized as a 
government corporation, under the gov- 
ernment corporation act of 1945. The 
administrator should be president, with 
authority for day-to-day operations 
vested in an executive vice-president 
and gneral manager, appointed by the 
administrator. The administrator should 
also be given authority to appoint a 
part-time advisory board. 


Would Give Freedom of Action 


The incorporation of all insurance ac- 
tivities would provide freedom of action 
which would allow the corporation to 
employ the practices of private insur- 
ance companies, the commission said. 
In accordance with the findings of the 
task force, the commission recom- 
mended the transfer of the death claims 
work from the present office of claims 
to the insurance corporation. This 
would eliminate the necessity for check- 
ing information outside the corporation 
and would lessen the amount of paper 
work which is responsible for much of 
the present delay and confusions in the 
handling of death claims, 

Under present practices, the cost of 
administrating the VA insurance pro- 
gram is met from appropriations and is 
not charged against premium receipts. 
Tf organized as a government corpora- 
tion, the insurance operations would 
continue to receive a direct appropria- 
tion for all administrative costs, but 
under corporate financial accounting, 
the entire and exact amount of this cost 
would be indicated. 


Would Facilitate Field Structure 


The commission said the incorpora- 
tion of insurance ac tivities, furthermore, 
would make it easier to establish a 
field structure for insurance activities 
apart from the field organization for 
other veterans’ programs. 

The commission cautioned that the 
corporate form of management for in- 
surance activities could accomplish no 
miracles overnight in improving the 


operation of insurance programs, but 
would provide an opportunity for a 
fresh start and make possible ‘‘a whole 
new emphasis on the the economical and 
efficient performance of the insurance 
program.” 


Predicts Gradual 


Price Decline 


WASHINGTON-—Barring a war or 
imminent threat of war, the outlook 
for prices for the next year or two 
certainly seems downward but there 
should be no sudden price decline such 
as took place in 1920, Vice-president 
Claude L. Benner of Continental Amer- 
ican Life told Wilmington Managers & 
General Agents Assn. 

There will be some mighty attempts 
made by the government to delay the 
readjustment but at the most it can 
be staved off for only a few months, 
Mr. Benner believes. This is no time 
for anyone, whether individual or busi- 
ness organization, to get out on a limb 
but rather people should be cautious 
about getting in debt and overextended, 
Mr. Benner said. He predicted that 
borrowings by businesses will show 
little increase, if they do not actually 
decline; consumer and installment loans 
will increase slowly even if regulation 
W is lifted, while in spite of the Euro- 
pean relief program total volume of ex- 
ports will decline and imports will in- 
crease during the coming year, thus 
relieving the foreign pressure for an up- 
ward movement in prices. 

Mr. Benner pointed out that the 
war-caused scarcity of consumer goods 
is practically over, the main part of 
the post-war plant expansion is finished 
and is tremendously increasing the po- 
tential output, probably 50% over pre- 
war, while at present prices there is no 
shortage of houses. 


Osler Steers U. of Ill. 
Advanced Clinic in August 


The second advanced underwriting 
clinic of the University of Illinois will 


be held in August. Chairman of the 
clinic will be R. W. Osler, Rough 
Notes. 

Enrollment in the clinic, which will 


feature outstanding business insurance 
and estate- planning specialists, will be 
limited again this year, with preference 
going to those who attended last year’s 
sessions. 





Would Boost Minn. Salary 


ST. PAUL—Bills have been spon- 
sored by the insurance committees of 
both houses to raise the salary of the 
insurance commissioner from $6,500 to 
$8,500. 

For years the salary of the commis- 
sioner had been $4,500 but two years 
ago the legislature granted a temporary 
increase to $6,500 because of increased 
living costs. 





An Emblem 





Inquiries, regarding agency 


Lutherans. 








Sound business management and very low mortality have 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, Iowa 


of Distinction 
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Union Officials Are Prospects 


The following paragraphs appeared in 
this order in a Chicago paper: 

“An estate valued at $130,203 was left 
by Roy Curran, 55, treasurer for the 
Suburban Oil Co. of Oak Park, accord- 
ing to an inheritance tax return filed 
in the county court.” 

“James W. Close, president of local 
73, A.F.L. Sheetmetal Workers Inter- 
national Assn., left an estate valued at 
$120,635 by the inheritance tax return 
filed in county court.” 

These days there are numerous union 
officials drawing salaries which qualify 
them as excellent prospects for life in- 
surance. Chances are that some of 
them are overlooked by salesmen who 
traditionally concentrate on business and 
professional men. 





Solving the Coffee Problem 


Like many other offices, the head- 
quarters of the Institute of Life In- 
surance in New York City had a “cof- 
fee problem.” However, unlike many 
other offices it has solved the problem 
with satisfaction to all concerned. Be- 
fore that the work of the office was con- 
siderably hampered by large numbers 
of employes departing for a coffee 
klatch each morning and afternoon. The 
problem wasn’t so much the work that 
didn’t get done, for theoretically at least 
the workers would operate more effi- 
ciently when they returned to their 
desks in a refreshed condition. What 
was gumming things up was that fre- 
quently when one of the executives 
wanted some information in a hurry, 
often in response to a long distance call 
from one of the member companies, the 
only person in the office who knew 
where to lay her hands on the informa- 
tion was downstairs hoisting a coffee 
cup. 
Knowing that good public relations 
starts with good employe relations, the 
Institute executives held off taking ac- 
tion, as they didn’t want to seem to be 
taking a cheap attitude about the time 
that was being lost. However, when one 
of the girls in the office suggested that 
it would be nice to have a coffee pot in 
the office the Institute not only ap- 
proved the idea but arranged to have 
hot coffee brought in in thermos bottles 
for all hands at 10:15 a.m. and 3:30 p.m. 
This action was taken, however, only 
after a canvass of the employes re- 
vealed that they favored it. Each de- 
partment takes care of its own dishes 
and although the staff. is located on 
three floors the arrangement has proven 
entirely satisfactory. The cost is trifling 
compared with the advantage of having 
the personnel on hand when information 
is needed in a hurry. 





Code Saves Embarrassment 


A bulletin board in the agents’ room 
showing the agents’ standings supplies 
interesting information and helps keep 
the men on their toes but sometimes 
it’s embarrassing for the agent who has 
a friend or client visiting him, in case 
his record of the moment doesn’t happen 
to stack up so well. 

However, the Ferrel M. Bean agency 
of John Hancock Mutual in Chicago 
gains the advantages of having a bulle- 
tin board, which it recently installed, 
without any of the embarrassing dis- 
advantages. As a result of the agents’ 
suggestion, each man is designated by a 
code number. Following his name is 
shown his record in applications written, 
volume written, and paid business for 
the current month and for the year to 
date. The first three figures are posted 
each week and the year to date figure is 
changed each month. 

Most of the agents either know or 
could easily guess their colleagues’ code 
Numbers and consequently their stand- 
ing. But to the outsider it is meaning- 
ess. 
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Wk SAR 
The Public Is in a Saving Mood 


The bugaboo of sales competition 
from hard goods has been dangled in 
front of life insurance sellers for sev- 
eral years. Now that there is an ade- 
quate supply of most items which con- 
sumers desire, the competition with life 
insurance has failed to materialize. Rea- 
son: Saving by individuals is rising 





and spending is on the down grade. In- 
comes are still up, but total personal 
savings, as reported by the Commerce 
department, are continuing to climb. 
Savings accounts in banks are rising at 
a time when checking accounts are 
headed downward. Life insurance rep- 
resentatives are finding that the people 
are holding back spending for possible 
hard times or waiting for better prices. 
In either case, they are proving excellent 
prospects for life insurance, which is a 
combination of saving, investment, pro- 
tection and a good buy at a non-inflated 
price. 


Advertising Idea 


This interesting variation in real 
estate advertising appeared in a New 
Jersey newspaper: “Attractive colonial 
house provided for a top level life in- 
surance salesman. Your choice of a new 
home at a rental of $40 to $54 per 
month, depending on the size house you 
select. There is good opportunity now 
in the expanding future here in Sussex 
and Warren counties. Only he who 
has proven high volume life insurance 
sales should apply.” 

That’s pin-pointing your objective. 
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Capital and Surplus 
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HIGHLIGHTS 


from 


43rd ANNUAL REPORT 


1948 


Insurence in Force . . . $193,430,472.00 
59.992 415.82 
8, /92.858.00 
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Contingency Funds, 


Payments to policyowners and beneficiaries since 
the inception of the Company total $57,680,860. 10. 


The 


MIDLAND MUTUAL LIFE 
Insurance Company 


250 East Broad Street 
COLUMBUS 16, OHIO 
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Agents’ Groups at Important Juncture 


The two agents’ associations, number- 
ically the largest groups in the business 
and in political potential the most pow- 
erful, simultaneously find themselves 
without a managing executive. There 
are other parallels between the current 
positions in which the National Assn. 
of Life Underwriters and the National 
Assn. of Insurance Agents find them- 
selves. 

Because each is at a critical juncture 
in its history, in addition to securing a 
man to fill the most important post in 
the organization it has to do some re- 
assessing of the kind of job it has to 
offer, This means that the agency lead- 
ers are giving thought to the objectives 
the groups should strive for and appraise 
the course ahead. 

There are some curious parallels be- 
tween the men who have occupied these 
posts with the two groups. For example, 
both are leaving the agency to enter the 
company ranks, Frank C. Colridge to 
go with the Pacific Board, a fire com- 
pany organization, and James E. Ruth- 
erford, according to report, to go with 
Prudential. 

Both men are hard workers, able, and 
personable, and both have done an ex- 
ceptionally fine job for their groups—so 
much so that their departure leaves the 
two associations faced with a tough re- 
placement problem. Both are men of 
big caliber who have wielded a lot of in- 
fluence in a period of great importance 
to agents, associations, and insurance in 
general. 

The two associations have been going 
through a critical time, partly because 
insurance has been changing from a lo- 
cal into an interstate business, legally 
and economically. This change has oc- 
curred coincidentally with substantial 
increases in membership and the ap- 
pearance of some very real problems 
that have tended to emphasize activi- 
ties at the national level. For example, 
both groups have been concerned with 
the earnings of their members. Both 
have hired actuaries and have delved a 
good deal farther into research than 
ever before. 

Most of the problems faced by the 
N.A.L.U. in the last few years are still 
on the agenda, some of them more seri- 
ous than ever—compensation, social sc- 
curity for agents, federal taxation, etc. 

Some in the N.A.L.U. think the or- 
ganization may have overextended itself 
in some directions, although not neces- 
sarily at the expense of other less con- 
troversial purposes. For example, fed- 
eral legislation is being handled by the 


companies, and particularly on the tax 
end perhaps the agents have been du- 
plicating work of the companies. This 
might not apply to the effort to bring 
the agents under social security, where 
they certainly have a dollar interest. 

They think N.A.L.U. was not so suc- 
cessful in its efforts to contain mass 
selling, that the official agent attitude 
here was negative and protective in the 
face of what appears to be a better and 
cheaper way to sell insurance. The im- 
portant thing is coverage’ and distribu- 
tion, and if group is the best way then 
that is the way they have to be effected. 

The legislative and protective objec- 
tives of the association are traditional 
association roles. They include the 
raising of agent standards. The associ- 
ation should provide. strong programs 
and promote the education of agents. 
They should provide strong public edu- 
cation and effective membership cam- 
paigns. They should provide public and 
customer relations. 

The member outside the big centers, 
it is pointed out, is more interested in a 
good monthly sales or educational pro- 
gram than he is about the premium pay- 
ment test. He probably cares less about 
the Washington scene than he ought to. 
Even in the field of compensation there 
is a division of interest. One group be- 
lieves agents should move in the direc- 
tion of professionalism; another that the 
role is predominantly economic and that 
the N.A.L.U., if it is not technically 
the bargaining agent of a union, should 
at least aim for that kind of objective. 

The association would be unrealistic 
if it did not assume a greater part in 
the affairs of members and in the affairs 
of the business as a whole. In doing so 
its national activity undoubtedly will 
grow. Much of its success in the future 
will depend on the kind of leadership 
it is able to attract, leadership capable of 
commanding attention at the national 
level. 

The N.A.L.U. has tackled real prob- 
lems in a vigorous way in recent years 
and made itself felt. It has not tried to 
be simply protective of the agents’ pres- 
ent position, but has looked ahead and 
aimed for objectives that would improve 
the agents’ postion. 

Its membership has grown substan- 
tially in the last few years. It is big 
numerically and in the importance of 
the job it has to do. The issues before 
it are vital to individual agents and are 
especially vital to the general position 
of the agent in the insurance economy. 

One problem that has to be solved is 


whether the executive secretary shall be 
an administrator, or a policy-maker, or 
both. The times have seemed to call for 
the latter. The N.A.L.U. has a staff of 
30 at headquarters, it has a big budget, 
there are a lot of important activities 
that must be directed, the manager must 
be able to work out and put into effect 
a budget On the policy side, he is, after 
all, the man who gives continuity to the 
organization. 

The great weakness of a voluntary or- 
ganization is that it is loosely knit. In- 
dividuals reluctantly give up their in- 
dividual rights. It is hard to achieve a 
common ground on which the associa- 
tion can go forward as a single unit and 
effectively accomplish anything. A skill- 
ful, popular, able man with considerable 
energy and force is essential if the asso- 


ciation isn’t to deteriorate into a weak 
club for the periodic recognition of the 
member who gets to be president. Un- 
questionably, the man should have man- 
agerial ability and experience. 

The trouble in replacing Mr. Ruther- 
ford is that he had so many qualifica- 
tions—he had law training, he carried a 
rate-book, he was a general agent, he 
had worked up in association ranks from 
bottom to top, he was a hard worker. 

There is no doubt that the executive 
post in the N.A.L.U. is a tough job. He 
has to get along with “50,000 “bosses.” 
It is difficult to get agreement on ob- 
jectives. It is the executive vice-presi- 
dent who supplies this continuity. He 
is the rallying point for the various 
forces within his association, and the 
spearhead to reach its objectives. 








PERSONAL SIDE OF THE BUSINESS 





E. A. Hauschild, secretary of Security 
Mutual Life of Binghamton, is now at 
his home recuperating from a recent 
hernia operation. 

Thomas Watters, Jr., New York City 
attorney, returned to the office ona 
part-time basis this week. He was taken 
ill at Chicago a few weeks ago, and re- 
cently has been recuperating at St. 
Luke’s Hospital, New York City. Last 
week he went home. 

E. A. Roberts, president Fidelity Mu- 
tual, has been participating in a series 
of conferences at Washington staged by 
the Treasury department in planning 
for its savings bond drive. He de- 
livered a major address at a meeting 
of publishers to outline their participa- 
tion in the campaign and also joined 
in a panel discussion on the theme of 
how to conduct a campaign from the 
standpoint of top voluntary leadership 
in the states. 

Henry W. Persons, manager Mutual 
Life at Chicago, has been invited to 
address the regional gas sales confer- 
ence at the Edgewater Beach hotel, 
Chicago, sponsored by the residential 
section of American Gas Assn. He will 
address an audience of about 800 March 
28 on obtaining a greater return for the 
same effort. 

Frank H. Wenner, general agent of 
Connecticut Mutual at Utica, N. Y., 
has been nominated for vice- -chairman 
of the alumni association of Wesleyan 
University. 

Dr. Berthold T. D. Schwarz, vice- 
president and medical director of Bank- 
ers National Life, has been elected 
president of the Goodwill Industries of 
New Jersey. He has been a vice-presi- 
dent 15 years. 

Marc Law, Chicago pension consult- 
ant, has gone to Italy to join his wife, 
who is on an educational mission for 
the American League of Women Vot- 
ers. He will be gone for some weeks. 

“Mirror for Man,” which deals with 
the relationship of anthropology to 
modern life, is dedicated to H. G. Rock- 
wood, vice-president of United of Chi- 
cago, by the author, Clyde Kluckhohn, 
professor of anthropology at Harvard 


University, who is Mr. Rockwood’s 
son-in-law. The book won the $10,000 
prize in the contest sponsored by 


Whittlesey House and “Science Illus- 
trated” magazine. 


Thomas P. Morgan, Jr., Mutual Life, 
has been endorsed by the Truman- 
Barkley Club of Washington for ap- 
pointment to succeed John R. Young 
as member of the District of Columbia 
board of commissioners, which governs 
the national capital under general direc- 
tion of — 


DEATHS — 


— O’Keefe, 
a 


i 








53, assistant man- 
ager of the home 
agency of Union 
Central, Cincin- 
nati, died of a heart 
attack there after a 
long illness. He 
joined the com- 
pany at Hutchin- 
son, Kan., in 1929, 
and was appointed 
to his last position 
in 1944. He was 
a graduate of Uni- 
: versity of Colo- 
——— rado and a mem- 
ber of the Kansas 
bar. He served in 
both wars and was separated from serv- 
ice as a lieutenant-colonel. 

Cyril Cole, who went to Memphis 
from Hull, Eng., in 1923 and has been 
with Prudential as mortgage loan in- 
spector since 1932, died. 

Arthur J. Ham, former i insurance com- 
missioner of Wyoming, who recently 
had been an examiner for the Arizona 
department, was found dead in his hotel 
bed at Tucson where he was engaged 
in examination of a fraternal society. 
He was scheduled to go on for the ex- 
amination of California-Western States 
Life Feb. 27. His age was 59. 

Mr. Ham became Wyoming commis- 
sioner in 1935. He went to Sheridan, 
Wyo., in 1911 with Armour & Co. Later 
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he became deputy county treasurer and 
then was with Sheridan National Bank 
and Sheridan Trust & Savings Bank. 
He had been an examiner for the Ari- 
zona department off and on for a num- 
ber of years. At one time he served as 
western resident manager of Union 
Reserve Life which was domiciled in 
Texas. 

Dr. Clifford H. Beach, 46, medical 
director of Home Beneficial Life, died 
at Richmond, Va. 


Group Medical Home, Office 
Cover Remains Experiment 


The sale of group medical insurance 
increased during 1948, but home and of- 
fice call coverage is still in the experi- 
mental state and some of the group 
writing companies still do not offer it. 
There was quite a bit of union pressure 
for group medical last year that is ex- 
pected to increase during the fourth 
round negotiations which will be called 
for by unions as soon as the status of 
the Taft-Hartley act is decided upon by 
Congress. 

Physicians’ fees coverage presents 
some knotty problems to the companies 
as far as the home and office call coverage 
goes. The in-hospital coverage has been 
fairly well standardized. The companies 
have difficulty in determining standards 
of eligibility for families. Companies 
writing group medical without group 
disability are experiencing a high loss 
ratio. There is variation in eliminating 
the first, second or third visit, though 
salability of the coverage is better if 
first calls are covered even though a 
higher rate can not be asked. Claim 
administration is difficult because of the 
number of small claims. In a great 
many cases the schedule of benefits for 
home and office call visits is limited to 
employes only and dependent coverage 
is not given. There is evidently a mar- 
ket for medical payment coverage in the 
franchise field. 











Iron Workers Program 


A comprehensive welfare program be- 
came effective recently with the sign- 
ing of an agreement between Iron 
Workers locals 40 and 361, AFL, em- 
ployers belonging to Allied Metal In- 
dustries, and independent employers. 

The iron workers welfare fund, which 
will cover 1,800 iron and structural steel 
workers in the greater New York area, 
will provide $1,500 life insurance, $1,500 
accidental death and dismemberment, up 
to $25 weekly accident and sickness ben- 
efits, semi-private hospitalization bene- 
fits for the employe and his family, and 
surgical benefits up to $225. Martin E. 
Segal & Co., group insurance specialists, 
New York, made the actuarial studies 
which established the basis for the fund. 

The fund is sttindl financed by con- 





tributions of 3% of gross payroll and 
is administered by an equal number of 
employer and union trustees. The esti- 
mated annual cost will exceed $100,000. 
Union Labor Life is writing the life and 
accident and Associated Hospital Serv- 
ice of New York the other benefits. 


Mutual to Hold 
Managers’ Meeting 


A five-day conference of agency man- 
agers and home office officials of Mutual 
Life will get under way March 7 at 
White Sulphur Springs. More than 
100 are expected. Louis W. Dawson, 
executive vice-president, will make the 
welcoming address. 

Agency managers will participate in 
a total of nine panel conferences to be 
directed by the divisional superinten- 
dents of agencies, D. D. Briggs, Stanton 
G. Hale, Harry B. Cadwell, Edward E. 
Waller and Frank B. Jackson. The 
principal themes will be the selection 
and recruiting of quality career agents; 
the planning of new _ organization; 
training and supervision of field repre- 
sentatives; and the responsibilty of 
managers and assistant managers. 

Thursday’s meeting will be featured 
by an address on the new aptitude index 
by Dr. S. Rains Wallace, Jr., director of 
research of L.I.A.M.A. 











Addresses are scheduled to be made 
by Roger Hull, vice-president and man- 





ager of agencies, Donald B. Woodward, 
2nd_ vice-president, Mr. Briggs, Mr. 
Waller, Mr. Hale, Ward Phelps, direc- 
tor of training, Mr. Jackson, and Rich- 
ard B. Thompson, director of sales de- 
velopment. 

An open discussion of insurance op- | 
erations will be conducted by a panel of 
seven home office officials including 
Mr. Hull, Leigh Cruess, vice-president | 
and chief actuary; Clifford B. Reeves, | 
2nd vice-president; Andrew C. Web- | 
ster, manager of selection; Edward H. | 
Wells, actuary; Dr. Richard L. Willis, | 
chief medical director; and FF Be 
Richardson, assistant actuary. 

Other officers scheduled to participate | 
in additional discussions include Oliver | 
M. Whipple, financial vice-president; | 
Henry Verdelin, vice-president aa 


| 
| 
| 
| 





manager of real estate; and J. McCall 
Hughes, comptroller. 


Herbert Ihde, for the past year al 
supervisor in the Bachman agency of | 
Northwestern National Life at Wichita, 
has been appointed a supervisor in the 
Kansas City regional office. He has 
been with the company since 1940 and 
taught school for 10 years before that. 
He is a veteran. 

Women of Los Angeles heard Edward 
Choate of New England Mutual on “A 
Philosophical Appoach to the Life In- 
surance Business.” 























THE PEOPLE’S SAVINGS 


Average and Total in four of the principal mediums 


SAVINGS 

& LOAN SAVINGS SAVINGS LIFE 

ASS'NS. DEPOSITS BONDS —_ INSURANCE 
TELLER 





AVERAGE ) $1,800 $895 $688 $609 
TOTAL » siogoo $57,300 $55,051 $47,500 
(IN MILL.) 


PREPARED BY INSTITUTE OF LIFE INSURANCE 





























When you’re in Chicago 
go and see the 
GARFIELD PARK CONSERVATORY 


Well over a million dollars worth of flowers and plants—the 
best of six continents—greet you at the world-famous Garfield 
Park Conservatory. In this sweet-smelling wonderland you'll 
gaze enraptured at one of the world’s great, exotic collection of 
orchids, valued at $50,000 . . . Giant Bamboos that grow before 
your eyes (16 inches in 24 hours) .. . insect-devouring Pitcher 
Plants. 

More than 3,000 wide-eyed visitors tour the Conservatory on 
an average day to see the continuous blooming displays. As 
many as 50,000 persons have attended one of the four major 
flower shows held each year. “This house,” exclaimed the re- 
nowned sculptor, Lorado Taft, “is the most beautiful room in 
America!” 


Come and see us too! 
Our Company is an "7" 
old-line legal reserve a 
life insurance com- 
pany, writing Life and 
A & H contracts, and 
serving more than a 
million policyholders. 
Maybe we can add 
something to our visitors’ knowledge of this business; maybe 
they can do the same for us. Anyway, you can find us on the 
job from 8:30 to 5, Monday through Friday, and it’s always 
open house here. 


BANKERS LIFE @ CASUALTY CO. 
John D. MacArthur, President 
Kenneth at Lawrence Avenue, Chicago 30, Illinois 


“Chicago’s First Insurance Company”—Established 1879 
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500 Attend Georgia 
Congress at Atlanta 


About 500 attended the annual sales 
congress in Atlanta sponsored by the 
Georgia Life Underwriters Assn. Speak- 
ers included N.A.L.U. President Clifford 
H. Orr, Isaac S. Kibrick, New York 
Life, Brockton, Mass., Roger Bourland, 
director of ordinary agencies for Liberty 
Life, and Rufus E. Fort, Jr., assistant 
vice-president of National Life & Acci- 
dent. Program chairman was Luther H. 
Guest, Connecticut General, Atlanta. 

The sales congress followed a Leaders 
Round Table session at which 176 were 
awarded membership for 1948 produc- 
tion. B, L. Hollis, Connecticut Mutual, 
Crawfordville, Ga., became round table 
chairman. Charles B. Fisher, Equitable 
Society, Atlanta, is vice-chairman; and 
Jack W. Markert, Penn Mutual, Atlanta 
secretary. The round table voted to cre- 
ate a “life membership” status for those 
qualifying for five consecutive years. 
The Atlanta Managers Club presented 
a floor show. 

Dr. Raymond R. Paty, director of 
public relations of Rich’s, Atlanta de- 


partment store, was principal speaker 
for the round table dinner. The Citizens 
& Southern National Bank entertained 
the round table the next morning at 
breakfast. 

Retail Credit Co. was host to the sales 
congress at luncheon, where Mr. Orr 
spoke. 

The Georgia association has launched 
a contest to run the state total member- 
ship up to 3,000 by June 1. The winners 
will be the association showing the larg- 
est percentage of gain in membership. 


Ind. C. of C. Man Speaks 


No group can do as much as life in- 
surance agents to carry the story of 
good government, democracy, and op- 
portunity to the people of America, 
Clarence A. Jackson, executive vice- 
president of the Indiana Chamber of 
Commerce, told a joint meeting of the 
Indianapolis Life Underwriters Assn. 
and the Indianapolis C.L.U. He urged 
his listeners to become active advo- 
cates of the American way of life, not 
simply grumblers about “the govern- 
ment.” “Hate against business domi- 
nates the thinking in too many legis- 





“| Like the Immediate 


Plus 


Future Benefits 


RATUS L. KELLY, General Agent 


Newark, New Jersey 


Nor only are Mutual Trust Life 


field men able to increase their 


immediate incomes under their 


new contracts which are closely 


geared to results... but their 


futures are assured with... sta- 


bilized lifetime incomes... and 


a living standard retirement 


income. 


A few general agency 
openings available. 
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COMPANY 
Old Faithful” 
Chicago 3, Illinois 


A 44 Year Olid . . . Low Net Cost Company . . . With Over $350 


Million in Force .. . 





and Over $100 Million in Assets 


lative quarters today,” he warned. 
“You must in your contacts with people 
do all you can to combat hate and foster 
understanding.” 


Shank Speaks at Sheboygan 


C. M. Shank, president of Prudential, 
will speak at a meeting of the Sheboy- 
gan (Wis.) Assn. of Life Underwriters 
April 1. Fox River Valley Assn. will be 
co-sponsor. About 1,000 invitations will 
be sent out to life men throughout Wis- 
consin, 





Memphis—Clifford H. Orr, president 
National Assn. of Life Underwriters, 
spoke on “The Challenge of the Future 
in Life Insurance.” 

Louisville—Glenn W. Isgrig, manager 
of Reliance Life at Cincinnati spoke on 
the necessity of organizing sales ideas so 
that they will be vivid and attractive to 
the prospect. This requires organization 
before the agent goes into the actual in- 
terview. 

Dubuque, Ia.—Roy L. Swarzman of Des 
Moines, assistant agency manager of 
Equitable Society, spoke on “Mental At- 
tic.”” He admonished producers to “clean 
out their mental attic because it is filled 
with too many indecisions.” He warned 
against letting the past five years be a 
guide to the future and advised them to 
“keep abreast of our problems, inside 
and outside of our business, and to keep 
studying methods to better serve the 
public.” 

Springfield, Ill.—Ray T. Wright, Law- 
rence, Kan., Provident Mutual’s Man of 
the Year, spoke. 

Minneapolis—Dr. Robert I. Mehr and 
Dr. Hugh G. Wales, both of University 
of Illinois, will speak Friday on “Let’s 
Talk About the Market.” 

San Antonio—The women’s division, 
assisted by Gordon James, social secur- 
ity administration, is offering a panel 
discussion of life insurance for P. T. A. 
groups and women’s clubs. Panel mem- 
bers are Jean Weber, Connecticut Mu- 
tual; Jean Jones, Travelers; Ethel Brad- 
ley, Equitable Society; Mary Helen Don- 
nell, Mrs. W. A. Howard, Pacific Mutual, 
and Mrs. Marie Grappenhaus, Capitol 
Life. 

New Castle, Pa.—C. F. Lancaster, Pru- 
dential, Tarentum, Pa., is speaking at a 
noon meeting March 10 on “Prospecting.” 

Elmira, N. Y.—James Flynn, attorney, 
gave a talk on wills. Members of the 
Elmira association have been invited to 
attend a dinner dance of the Bingham- 
ton association April 27, when Clifford 
H. Orr, N.A.L.U. president, will speak. 

Madison, Wis.—Dwight Teas, Travel- 
ers, Wisconsin Rapids, discussed “Build- 
ing Prestige.” 

Richmond, Va.—At the February lunch- 
eon-meeting leading producers of each 
agency in the city were honored. Speak- 
ers were T. Braxton Horsley, Life of 
Virginia; J. E. Davis, Metropolitan, and 
Eugene L. Folliard, Equitable Life of 
Iowa. N.Q.A. qualifiers were urged to 
file their applications so that they may 
reach their home offices before the dead- 
line. 

Central New Mexico—The annual sales 
congress is planned for Albuquerque on 
April 1. Howard L. Cundy, Northwest- 
ern Mutual, is general chairman. 

St. Joseph, Mo.—On the sales program 
to be held March 5, will be Frank Vesser, 
General American, St. Louis; John G. 
Phillips, Equitable Society, Kansas City; 
Herbert Hedges, Equitable of Iowa, Kan- 
sas City and Ray Wright, Provident Mu- 
tual, Lawrence, Kan., trustee of N.A.L.U. 

Jackson, Tenn.—Thomas B. Rosser, 
Metropolitan Life, Dyersburg, a member 
of the Million Dollar Round Table, spoke. 

Columbus—Lloyd H. Feder, Cleveland, 
Ohio, manager of Reliance Life, urged 
life men to drop terms the meaning of 
which is known only to insurance men 
and use language that can be understood 
by the layman. He said a policy should 
be called a contract; a paid up policy a 
completed contract; for cash value, cash 
available should be substituted. One 
should never ask a man how much insur- 
ance he “carries”, he said, for that im- 
plies that insurance is a burden. 

Mansfield-Ashland, 0.—Because of ill 
health, Woodrow E. Goode, president, 
has resigned. He has been succeeded by 
Robert F. Horn, manager at Mansfield 
of Ohio State Life. 

Lake County, O.—The newly-formed 
association was formally presented its 
charter at a meeting at Painesville, at 














which Lloyd H. Feder, Reliance Life, 
Cleveland, former president of the state 
association, spoke. Henry Fleisher is 
president; Leo Spetz, vice-president; 
Bernard Yale, secretary. 

Nashville, Tenn.—James P. Byrne, as- 
sistant vice-president of Life & Casualty, 
discussed the agents’ training program 
of his company, of which he has charge, 
stressing the slogan, “Work Efficiently, 
Sufficiently.” 

Utiea, N. Y¥.—Cornelius Scheid, New 
York Life, Cleveland, addressed a dinner 
meeting, March 3. 











Detroit Office Moves 


The Detroit office of the National 
Underwriter Co., of which A. Ed- 
wards is manager, has moved to 532 
Lafayette building. Telephone number 
remains the same—Cherry 2826. 


Make-Work Measure 


A bill introduced in Arkansas would 
require life companies to supply the 
commissioner with a list of all policy- 
holders and their policy numbers each 
month. Beside the excessive amount of 
paper-work that would be involved there 
is the objection to the bill that it would 
be a gold-mine for twisters. 
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McMillen Is Named 
Prudential Manager 


Prudential has opened a new agency 
at 347 Madison avenue, New York City, 
for ordinary and 
group, with Clifford 
L. McMillen, for- 


merly a_ leading 
general agent tor 


Northwestern Mu- 
tual Life, as man- 


ager. 

Mr. McMillen has 
had 37 years’ ex- 
perience in life in- 
surance, during the 
last 17 of which he 
operated a general 
agency at the Madison avenue address. 

Sayre MacLeod, Prudential’s vice- 
president in charge of ordinary agencies, 
said Mr. McMillen’s appointment does 
not indicate in the least any loss of in- 
terest in the very large brokerage busi- 
ness which Prudential obtains from 
general insurance men but rather indi- 
cates a belief that there is no conflict 
between the building of a_ successful 
full-time staff and the accepance and 
servicing of general brokerage and sur- 
plus lines. 


Started in Insurance in 1911 





Cc. L. MeMillen 


Mr. McMillen started his insurance 
career as an agent for Northwestern in 
1911, graduating from University of 
Wisconsin. A year later, at the age of 
22, he became a partner in-the company’s 
Madison, Wis., general agency. 

After his return from army service he 
was given the home office general 
agency. During his 17 years in New 
York he led all Northwestern agencies 
for 10 years and placed second four 
years. He is a past president of the 
New York City Life Managers Assn. 
and the Midtown Managers Assn. 





F. W. Banfield Joins State 
Mutual’s Group Department 


State Mutual Life has appointed Fred 
W. Banfield as group department home 
office representative 
at Philadelphia. He 
graduated from Co- 
lumbia University 
in 1929 and_ at- 
tended the Colum- 
bia school of busi- 
ness. On gradua- 
tion, he joined the 
Guaranty Trust Co. 
in New York. He 
entered insurance in 
1936 as an agent 
and training super- 
visor in New York 
for Connecticut 
General, later going 
with Associated Hospital Service as a 
field representative. In 1942, Mr. Ban- 
field joined the New York group office 
of John Hancock, three years later be- 
ing promoted to group manager at Bui- 
falo. In 1946 he went to the Hancock 
home office as a field sales assistant. 

Until his new Philadelphia quarters at 
1315 Western Saving Fund are com- 


WANTED 


Home Office Group Representative. 
Handle all kinds group insurance. Ex- 
cellent opportunity for right man. 
Give full particulars as to age, expe- 
rience, acceptable starting compensa- 
tion and other information in letter to: 


RESERVE LOAN LIFE 


Group Department 


INSURANCE COMPANY OF TEXAS 
1201 Main Street Dallas 1, Texas 


F. W. Banfield 
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pleted about April 1, Mr. Banfield will 
be at the McKenzie & Obendorfer 
agency of State Mutual in the same 
building. 


Horner Is Mutual's 
Pittsburgh Manager 


Norman L. Horner has been appoint- 
ed Mutual Life manager at Pittsburgh. 
Mr. Horner was assistant manager in 
San Francisco from 1946 until last No- 
vember, when he went to the home office 





N. LL. Horner A. H. Bennell 


as a training assistant. He had been 
with Mutual Life in San Francisco since 
1933 except for navy service. 

Mr. Horner succeeds A. H. Bennell, 
who has retired. Mr. Bennell will re- 
turn to personal production at Youngs- 
town, O. Mr. Bennell joined Mutual 
Life in 1922 at Youngstown. In 1929, 
he was appointed district maanger, and 
in 1931 became manager at Pittsburgh. 
He was shifted to the Cleveland agency 
as manager in 1933, and returned to 
Pittsburgh in 1941. 


Wilson Heads New Florida 
Agency for Conn. Mutual 


Connecticut Mutual Life has estab- 
lished an agency in Jacksonville, Fla., 
with Victor W. 
Wilson as general 
agent. This is the 
company’s 76th 
agency and the sec- 
ond in Florida. 

Mr. Wilson has 
been district man- 
ager at Jacksonville 
since 1947, report- 
ing to the Miami 
agency. He was 
with the Eastern 
Airlines and civil 
aeronautics admin- 
istration for six 
years before enter- 
ing life insurance. During the war, he 
served in the naval air transport service. 





Vv. W. Wilson 





Franklin Names General 
Agents in Kansas 


Oliver E. Hartenstein has been ap- 
pointed geenral agent at Concordia, 
Kan., for Franklin Life. He-.has been 
with Bankers Life of Nebraska, and in 
1945 was its leading personal producer. 

Frederick C. Scott has been appointed 
general agent at Eau Claire, Wis. He 
was for six years with Metropolitan 
Life as assistant manager at Eau Claire, 
and for the past year was general agent 
for Old Line Life at Madison. 


Prudential Names Linnell 
at Springfield, Mass. 


Haskell Linnell has been named Pru- 
dential manager at Springfield, Mass., 
to succeed Carl J. Allenbaugh, who has 
resigned. In 1925 he joined Prudential 
and for 12 years has been assistant man- 
ager in charge at Paterson, N. Y. 

Mr. Linnell is a graduate of Lafayette. 
He has been vice-president of New Jer- 
sey Assn. of Life Underwriters and 
president of the Passaic-Bergen C.L.U. 








GUARDIAN’S NEW 
PREFERRED RISK 
POLICIES 


provide 


@ level-premium, limited payment life contracts, 
containing all the attractive features of Guard- 
ian’s other policies; 


@ Guardian’s regular choice of liberal settlement 
options, including the preferential life income op- 
tion (e.g.—female beneficiary, age 65—$5.88 per 
month per $1000, ten years certain and life) ; 


@ premiums payable annually, semi-annually, quar- 
terly or monthly; 


@ addition of Guardian’s waiver of premium and 
$10 per month per $1000 disability income benefit, 
as well as accidental death benefit— (N.B.—Ex- 
tra dividends are paid on policies with supple- 
mental disability benefit agreements) ; 


@ addition of Family Income Agreements for 10, 
15 or 20 years, or to age 65. 


AND COMBINE LOW PREMIUM 


WITH LOW NET COST! 


Minimum amount issued— 
either “PR-85” or “PR-70” 


$10,000 


GUARDIAN 


LIFE INSURANCE COMPANY 


OF AMERICA 


50 Union Square New York 3, N. Y. 
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He is currently vice-president of the 
Passaic-Bergen General Agents & Man- 
agers Assn. 





Opens Two Branches 


Canada Life has opened a branch at 
Spokane. C. R. Wheeler, formerly of 
Lansing, is district manager. He has 
been with Canada Life since 1946. The 
company has also opened a new branch 
in Toronto, known as Toronto West un- 
der Manager A. Howard Moffat. 


Long Salt Lake Manager 


Karl Long has been appointed man- 
ager at Salt Lake City by West Coast 
Life. He was formerly an agent there 
for Equitable Society and American 
National. 








Cummings, Scott Appointed 


M. Baxter Cummings, Jr., has been 
appointed Burlington district manager 
of Penn Mutual’s Vermont agency. 
A University of Vermont alum- 
nus, he was with the Vermont board of 
health before going into life insurance. 

John T. Scott has been appointed as- 
sistant to General Agent Osborne 
Bethea in New York City. He joined 
the organization two years ago. He is 
a graduate of Princeton, and a C.L.U. 





Lincoln National Appoints 
Minter in Philadelphia 


Joseph L. Minter has been named 
general agent in Philadelphia by Lincoln 
National Life. The 
Minter agency is 
located in the Lin- 
coln-Liberty build- 
ing. 

Mr. Minter en- 
tered insurance 10 
years ago in Phila- 
delphia and has 
been in both per- 
sonal production 
and managerial 
work, He is a grad- 
uate of the Drexel 
Institute of Tech- 
nology. He entered 
the field artillery in 
1941 as a private and was a lieutenant 
colonel at the time of separation from 
active duty. 


J. i. 


Minter 





George C. Adams has been appointed 
district manager for Lincoln National in 
Fort Lauderdale. He was formerly in 
Pittsburgh. 

Winfield F. Aldom has been ap- 
pointed associate general agent and life 
manager of the Edwin R. Close agency 
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ESERVE LOAN LIFE POLICIES HAVE IT, T00! 


When you sell Reserve Loan Life, you sell complete 
confidence as well as complete coverage. Because 
Reserve Loan offers the best in complete personal 
protection .. the best in all popular and proven life 
plans — the best in full coverage accident, health 
and hospital policies. 


Yes, whatever the specific need, whether it is for 
individual, family or group, Reserve Loan has a 
plan to fit the purpose, with above-the-average 
advantages that sell. 


And, with Reserve Loan, you have broader oppor- 
tunities. wider scope for selling, bigger earnings 
from top commissions. You have flexible selling 
plans that close more prospects, plus close home 
office cooperation and assistance. 


RESERVE LOAN LIFE 


Insurance Company of Texas 


A REGISTERED POLICY COMPANY 
DALLAS, TEXAS 


ESTABLISHED 1897 


LIFE, ACCIDENT, HEALTH AND HOSPITALIZATION FOR THE INDIVIDUAL, FAMILY OR GROUP 


| of Philadelphia Life at Sparta, N. J. 
| He has been with Penn Mutual in 
| northern New Jersey as agent and of- 


fice manager. 


St. Louis G.A.s 


The opening of a second St. Louis office 
by Massachusetts Mutual, as reported in 
last week’s issue, results in Leonard R. 
Woods, long a leading personal producer 











L. R. Woods 


R. D. Lowenstein 


for the St. Louis agency, being appointed 


general agent to succeed Ralph D. Lowen- 
stein, who will open a new office to handle 
the metropolitan St. Louis development. 
The present agency will cover greater St. 
Louis and the surrounding territory. 





“ACCIDENT — 


| 
A. & H. Agents Must Know 
‘His Contract, Schmitz Says 


| Walter Schmitz, home office super- 
is 











visor of the accident and sickness de- 
partment of Occidental Life, speaking 
before Los Angeles A. & Under- 
writers Assn. on ‘‘Practical Sales Meth- 
ods for Today and Tomorrow,” said 
the A. & H. salesman must know his 
| contract so that he can answer any 
question the prospect may propound. 
If the agent has complete knowledge 
| of his contract, he can carry it to the 
prospect. 

Failure to do a good job when the 
| coverage is first sold will ‘cut down 
| the agent’s renewal income. He said 
| that if an agent will sell one application 
| per week for five years, at the end of 
that time will have built up a monthly 
income of $200 per month. He declared 
| the agent can sell one application a day 
if he will work. 

Present policyholders should be sold 
additional coverage to care for ex- 
| penses during periods of sickness or 

accident, but above all else they should 
| be sold a. guaranteed minimum disability 
| income. 

President Walter E. Mast named 
| Walter L. McKee, past-president, chair- 
;}man of the nominating committee to 
select a slate of officers to be voted on 
| at the April meeting. 


‘Substitute UCD Bill 
Reported Out in Wash. 


OLYMPIA, WASH.—The proposed 
| “optional” UCD bill sponsored by 
Washington Federation of Labor was 
| reported favorably by the senate social 
| security committee with a 12-vote mar- 
; gin. As the result of a heated skirmish 
between insurance and labor interests 
| a new bill was brought out, incorporat- 
ing numerous amendments. The substi- 
tute measure smooths out some of the 
administrative wrinkles and also pro- 
vides for the worker paying the full 1% 
premium (the original bill charged the 
worker 34 of 1% and the employer 
| 49%). However, the employer still may 
| pay the entire premium if he wishes. 

The new bill provides that premium 
collections shall begin by withholding 
from pay July 1, 1949. The coverage 
may be secured either from the state 
or from private carriers. Benefits of- 
fered by private plans must be as broad 
as those of the state fund. 
| At first the insurance industry ap- 
peared united in opposition to the bill. 


| 
| 
| 
| 





Later several life company representa- 
tives became jittery over the prospect 
of enactment of the original bill, feeling 
that private carriers could not operate 
under its provisions. These interests 
met with the labor lobby and drafted 
the amendments which were incorpor- 
ated into the substitute bill. 





News Stories Best A. & H. 
Selling Aids: Rosenthal 


The daily newspaper, with their 
graphic stories of the tragedies of life, 
long-disabling accidents that affect real 
human beings, cutting off their earning 
power and imposing terrific hospital, 
medical and surgical bills, can be most 
helpful in selling A. & H. insurance, 
Adam Rosenthal, General American 
Life, said in his talk on “Merchandis- 
ing Methods Found Practical in A.&H. 
Insurance” before A. & H. Underwriters 
Assn. of St. Louis. 

He then exhibited his home-made 
sales kit, including material to illustrate 
various accidents that can and do take 
place in the home. He showed specific 
stories that he had found especially ef- 
tective. 

He told of a personal experience stat- 
ing that the past vear Massachusetts 








Life of Virginia representa- 


tives can offer their clients 
27 different plans of insur- 
ance on children. Any ot 
these 27 plans may be 
written at date of birth. 


LIFE 


Insurance Company 


of 


VIRGINIA 


Established 1871 
Richmond, Va. 


Robert E. Henley, President 
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Indemnity and General American Life 
had paid him something like $1,400 be- 
cause of a back injury sustained in an 
accident that could be suffered by any- 
one, and said this experience has helped 
him to sell more insurance to others. 

He uses specific cases to answer the 
objection often heard that the prospect 
has group hospitalization insurance and 
so doesn’t need accident and health 
protection. 

Showmanship in selling will help an 
agent to success in the A. & H. field, he 
concluded. : 

It was announced that the sales con- 
gress of the St. Louis association will be 
held April 28. Details of the program 
have not been completed but will be 
announced soon. 


List Two Utah Speakers 


SALT LAKE CITY — Speakers for 
Utah A. & H. Club sales congress here 
March 21 will include E. F. Gregory, 
Business Men’s Assurance, Denver, 
president of the National association, 
and Dr. O. Preston Robinson, in charge 
of marketing and salesmanship, Univer- 
sity of Utah. 


Bohlinger A. & H. Speaker 


A. J. Bohlinger, deputy New York 
insurance superintendent, will speak at 
the March 22 dinner meeting of A. & H. 
Club of New York. 








Kansas City Assn. of Accident & 
Health Underwriters is arranging a sales 
congress on April 15. 


Pryatel Ohio Deputy 


Superintendent Robinson of Ohio has 
appointed August Pryatel of Cleveland 
as deputy superintendent. He has been 
practicing law about 10 years and is 
now attached to the office of city prose- 
cutor at Cleveland. He will take up 
his new duties March 7. 








AGENCY MANAGEMENT 





Manager Should 
Train Men Himself 


The manager who takes on more men 
than he can train himself and who leaves 
the care of new men to a “trainer” is 
not doing his job, Frank S. Townsend, 
Connecticut General manager at Chi- 
cago, declared at the closing session of 
the 17-week management training course 
of the Indianapolis Assn. of General 
Agents & Managers. He charged his 
hearers, “You recruited the man; you 
got him to give up another job; you are 
sending him out to advise people about 
the most important of all their financial 
plans. It’s up to you to train him—not 
to push the job off on someone else.” 

Life insurance should welcome any 
congressional “investigation,” according 
to Mr. Townsend. He said such in- 
vestigations point out to the public both 
the inherent safety of life insurance and 
uses of which they may never before 
have heard. “Since TNEC, we have al- 
most doubled the amount in force in 
the U.S. The investigation itself un- 
doubtedly provided some of the im- 
petus,” he declared. : 

The management course was one of 
three run experimentally during the 
past year. Others were conducted at 
Dallas and Pittsburgh to develop a 
basis for a recommendation to the gen- 
eral agents and managers committee 
of N.A.L.U. for nationwide manage- 
ment training program. 

The speaker stated that public ac- 
ceptance of life insurance has reached 
an all-time high in the country and that 
regardless of what the administration 
does about broadening social security, 
a majority of Americans will exercise 
their own initiative and self-reliance to 
establish with the life insurance com- 


panies the backlog of their family pro- 
tection and the assurance of their re- 
tirement benefits. 

Public acceptance of life insurance 
and the widespread use of it impose an 
obligation on general agents and man- 
agers to select and train their agents 
carefully, Mr. Townsend warned. “We 
must be certain the men we send out 
know what they are doing when they 
plan programs and estates,” he insisted. 
“Remember that their mistakes will 
fall on widows, children, and old people 
of the future, and if they make many of 
them, the public will be disappointed 
and will grow to believe in the gov- 
ernment financial security — which 
means the public will turn to ‘planned 
economy,’ another name for socialism.” 





Grace Shows Importance of 
Meeting Quality Business 


George R. Grace, assistant superin- 
tendent of agencies of Ohio National 
Life, spoke to San Antonio Life Man- 
agers Club on “The Dollar Value of 
Quality Business.” He defined quality 
business as that which shows a high 
persistency rate, low acquisition cost 
and low maintenance cost. Favorable 
persistency, he stated, requires selec- 
tion, selling to fit a need, and service 
after it is sold. 

Mr. Grace declared that the quality 
of business is determined before and 
not after it is written. Factors to be 
considered are adequate income, char- 
acter of occupation of the prospect, 
type of selling and collection of cash 
with the application and the frequency 
of the opportunity the buyer has to 
lapse his insurance. 

He emphasized the fact that the agent 
whose business shows a low persistency 
has to write a much larger volume than 


the one with a higher persistency to 
secure the same income. He showed 
the cost of business lapsed in the first 
and second years to the company and 
to the general agent. 

He said the lapse ratio has a definite 
relation to the frequency of payments 
and size of the policy, showing that 
business paid for on an annual basis 
and in amounts of $5,000 or more shows 
much better persistency than that on 
a quarterly basis. The ages from 25 
up, he said, show better persistency, 
and therefore pay the agent, manager 
and company better. He indicated also 
that turnover in agents is decreased by 
the writing of quality business. 





Urges Stress on Aptitude 
in Picking Supervisors 


The importance of selecting new su- 
pervisors by aptitude rather than con- 
sidering first the ambition of agents 
anxious for more income was empha- 
sized by James M. Royer, general agent 
at Chicago, speaking at Penn Mutual’s 
management conference at the home 
office. 

“In selecting supervisors from among 
our underwriters a general agent must 
ask himself a few questions about each 
man,” he said. “Why does he want to 
be a supervisor or a district manager? 
Is it because of salary or more com- 
pensation? Even if he is a capable pro- 
ducer, is he qualified for supervisory 
work? Does he get satisfaction out of 
working with men and helping them? 
Does he feel life’s greatest calling is 
favorably influencing the lives of men? 

“Keep in mind you can find ideas 
and retail them but you change men 
only through changing habits. That is 
slow work. Is your man patient? Will 
he pay the price in industry and long 
hours—keeping in mind the pay-off is 
not in dollars; the pay-off is in inner 
satisfaction of a life-given direction. 

“T believe the key reason for a man 
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“Progressing with Texas” is more than just a slogan with South- 
land Life... for Southland Life investments are an important 
factor in both our own and Texas’ progress. During 1948, over 
$19,000,000.00 invested by the Company in high type Texas 
securities promoted vital industrial expansion, increased employ- 
ment and payrolls, improved municipal facilities and provided 
better housing for Texans. 
Thus, Southland Life through its investments, promotes Texas growth 
and prosperity as a great Consumer, Industrial and Insurance market. }/ 
We are truly “Progressing with Texas.” 


Over $275,000,000.00 Insurance in force — over 
$72,750,000.00 assets—over $55,000,000.00 paid to 
policyholders and beneficiaries since organization. 
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to become a supervisor or district man- 
ager is to obtain preference for appoint- 
ment as a general agent and that is a 
good reason. He knows the advan- 
tages and limitations of a _ general 
agency contract.” 


Laney Takes Up Wives’ Aid 


SEATTLE—William B. Laney, gen- 
eral agent of State Mutual, at the lunch- 
eon meeting of the Life Managers Assn. 
Monday told how to induce agents’ 
wives to help them to be more success- 
ful. 


Discuss N.A.L.U. Program 


Wichita General Agents & Managers 
Assn. discussed the N.A.L.U. programs 
““Post- War Recruiting and Supervi- 








on 
sion,” led by Paul Jernigan, Penn Mu- 
tual, zone chairman, and Bert A. 
Hedges, Business ‘Men’s’ Assurance, 


chairman of the sub-committee on pro- 


grams for the general agents and man- 
agers committee of N.A.L.U 


Wilkinson Utah Speaker 


Utah Life Managers Assn. heard 
Robert W. Wilkinson, regional super- 
intendent of Mutual Benefit Life, dis- 
cuss “A Sales Presentation.” He urged 
managers to impress upon their agents 





the value of time while prospecting. 
Programming, he said, will give a life 
producer the highest persistency. A 


new man in the business should be given 
“a sales talk that has been ‘field tested,’ 
if for no other reason than that it will 
enable him to remain on the right track 
as a life insurance salesman.” 


A. R. Fearneyhough, assistant man- 
ager of the John Hancock industrial 
office at Springfield, Ill., will take over 
a similar post at Jacksonville, IIL, 
March 14. 


AMONG COMPANY MEN 





Conn. General Ups 
B. M. Anderson 
and Six Others 


Connecticut General has 
Buist M. Anderson from 
vice-president and counsel; Allerton C. 
Hickmott and Irving G. Bjork from 
2nd vice-presidents to vice-presidents; 


advanced 
counsel to 





The Prudential Insurance 


Company 


is pleased to announce the appointment of 
Clifford L. McMillen, 


Manager of the new 
Uptown Agency 
347 Madison Avenue 


New 


Telephone: 


@ The Agency will place emphasis 
on the development of Special 
Agents who seek career opportu- 


nities in | 


Prudential. 


@ In addition, brokerage business 
will be welcomed on all lines of 
personal, business and Group in- 


surance 


Company. 


THE 
INSURANCE 
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WESTERN HOME OFFICE, LOS ANGELES, CALIF. 


of America 


York 17, N. Y. 
MUrray Hill 6-5500 


ife insurance with The 


underwritten 


by the 
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M. 


Day 


B. M. Anderson G. 


Ward Van B. Hart and 
Young from assistant actuaries 
sociate actuaries; and Godfrey M. Day 
from assistant secretary claim depart- 
ment to secretary claim department. 
Robert L. Mayer was appointed assist- 
ant secretary group sales department. 
G. Keith Funston, president of Trin- 
ity College, was elected a director. 
Mr. Anderson graduated from the 
University of Virginia in 1924 and from 
Yale law school in 1929. He assisted 
Prof. William R. Vance of Yale in the 
preparation of an insurance textbook 
and joined Connecticut General’s legal 
department in 1929. He was appointed 
attorney in 1934, and counsel in 1939. 
He is immediate past chairman of the 
Legal Section of the American Life Con- 
vention and is chairman of the depart- 
mental supervision committee. He is 
Connecticut representative for the Life 
Insurance Association of America, edi- 
tor of legal notes of the Actuarial So- 
ciety of ‘America, and is a member of 
the industry committee for revising life 
policy provisions, the war clause, and 
the escheat statutes. He is a director 
of the Connecticut Chamber of Com- 
merce and of the J. B. Williams Co. 


Hickmott in Investment Field 


George W. 
to as- 


Mr. Hickmott joined the financial de- 
partment of Connecticut General in 
1917 after graduating from Dartmouth. 
He became assistant secretary in 1925, 
financial secretary in 1937, and 2nd vice- 
president in 1947. He has served as 
financial adviser for a number of corpo- 
rations and some years ago drafted leg- 
islation to legalize investments in public 
utilities by savings banks in Connecti- 
cut. 





Mr. Bjork was educated in Chicago 


—aoee 


and was with People’s Securities of 
Chicago as treasurer prior to joining 
Connecticut General in 1932. He was 
appointed supervisor of city mortgage 
loans in 1943, assistant secretary in 
1946, and 2nd vice-president heading the 
mortgage and real estate department j in 
1947, 

Mr. Hart graduated from Yale with 
Phi Beta Kappa standing in 1914, and 


joined Connecticut General the same 
year. He became assistant actuary in 
1924. He is a fellow of both life actu- 


arial societies and an associate of the 
Casualty Actuarial Society. 

Mr. Young graduated from Princeton 
in 1932 and went into actuarial work in 
New York City. In 1945 he joined Con- 
necticut General and was appointed as- 
sistant actuary in 1947. He is a fellow 
of both actuarial societies. He was a 
lieutenent-colonel in the war. 

Mr. Day joined Connecticut General 
in 1923 after three years in manufactur- 
ing. He was appointed assistant man- 
ager of the claim department in 1925, 


and assistant secretary claim depart- 
ment, in 1943. He is a past president 
of International Claim Assn. He is a 


veteran of the first world war. 

Mr. Mayer attended Yale and Stan- 
ford universities. He joined Connecticut 
General in 1936, became group repre- 
sentative in Detroit in 1938 and group 
manager in Minneapolis in 1941. After 
army service, he returned to Connecti- 
cut General as group manager in Chi- 
cago, and to the home office as assistant 
gaa group sales department, last 
Alay. 


State Mutual Life Adds 
Dr. Beach to Medical Dept. 


State Mutual Life has appointed Dr. 
as assistant medi- 


Carroll C. Beach, 
director. 

Dr. Beach 
uated from 
College in t 
He attended Bos- 
ton University 
school of medicine 
for two year trans- 
ferring to New 
York Medical Col- 
lege, where in 1937 
he received his 
M.D. On comple- 
tion of his intern- 
ship he entered the 
medical depart- 
ment of Connecti- 
cut General. He returned to Connecti- 
cut General as assistant medical director 
after being discharged from the army 
air force as a major. 


Jt., 


grad- 
Trinity 





Dr. C. C. Beach, Jr. 





Columbian Natl. Directors 
Columbian National has named 

C. Rogers Burgin and Francis P. Sears, 

Jr., directors. Mr. Burgin is president 
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| ARTHUR H. McKAY, A CARPENTER OF NOR - 
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More than 1,900,000 Policyholders 


More than $235,000,000.00 paid 
in benefits 
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of New England Trust Co. Mr. Sears 


is with the investment firm of Paine, 
Webber, Jackson & Curtis and is the son 
of Francis P. Sears, Columbian National 
chairman. 


Keesling Chairman, 
Stewart President 
of West Coast Life 


Harry J. Stewart, executive vice- 
president of West Coast Life, has been 
elected president to 
succeed Francis V. 
Keesling, who be- 
comes chairman. 
Mr. Keesling, a 
leader in civic af- 
fairs and in life in- 
surance, has been 
with the company 
since 1910 and has 
served as president 
for 10 years. 

Mr. Keesling said 
that in taking this 
step, which he has 
been planning for 
some time, it is his 
desire that the younger men assume the 
active management and thus enable him 
to devote more time to civic affairs. 

Mr. Stewart has been with West 
Coast Life for almost 30 years, having 
joined the agency organization in the 
northwest immediately after leaving the 








F. V. Keesling 


t- tanec emcemenne metre A EREENARETERETTnmenenenE 





H. J. STEWART 


service in 1918. He became vice-presi- 
dent and manager of agencies 10 years 
ago. 

Francis V. Keesling, Jr.. who becomes 
Ist vice-president and general counsel, 
has been with the company for 13 years 
and has been vice-president and general 
counsel. Carlos C. Warner, who has 
served as secretary for 22 years.and has 
been with the company for 32 years was 
elected vice-president and secretary. 


Lindberg, Wood Advanced 


M. E. Lindberg has been elected 
claims vice-president of Woodmen Cen- 
tral Assurance and Woodmen Central 
Life. O. C. Wood succeeds him as 
superintendent of claims for both com- 
panies. Treasurer W. S. Harrison has 
been elected a director of each company. 


Litsey to Rushmore Mutual 


Harold J. Litsey, formerly assistant 
general agent of Bankers of Nebraska 
at Wichita, has been appointed regional 
supervisor of agencies for Rushmore 
Mutual Life, with *headquarters at 
Wichita. Mr. Litsey, who wWas asso- 
ciated with Cecil K. Dean, now execu- 
tive vice-president of Rushmore Mutual, 
for three years when Mr. Dean was 
Bankers general agent at Wichita, will 











have charge of Nebraska, Kansas and 
Colorado, the company having filed ap- 
plications for admission to the latter 
two states. 

Mr. Litsey started in the business 
some years ago with Mr. Dean when he 
was Penn Mutual general agent at 
Wichita and later was with the Busi- 
ness Men’s Assurance for five years. 


Hancock 2nd V.-P.s 


Frank J. Keefe and R. Radcliffe Massey, 
whose appointments as 2nd vice-presidents 
of John Hancock were reported in the Feb. 











R. R. Massey 


F. J. Keefe 


18 issue, have had long experience in life 
insurance. Mr. Keefe has been with the 
company for 46 years and has been in the 
underwriting department since its organi- 
zation in 1917. Mr. Massey, who has been 
in the general agency department, has 
been with the company since 1938 and be- 
fore that was with L.I.A.M.A. 





Spencer, Tomy Elected 
to American United Board 


Eber M. Spence, vice-president and 
director of agencies of American United 
Life, has been elected a director, as was 
Wallace C. Tomy, Indianapolis real 
estate dealer, who for a number of 
years was a member of the home office 
staff of American United. 


SALES MEETS 


Bankers National Conclave 
Being Held in N. Y. 


The Presidents’ and Master Pro- 
ducers’ Clubs of Bankers National Life 
are holding a week’s conference with 
home office executives and department 
heads at the Hotel New Yorker, New 
York City. The feature is a dinner 
March 9 at which Charles J. Zimmer- 
man, associate managing director 

. I. A. M. A,, will talk on “What 
Makes Johnny Run.” W. J. Sieger, 
vice-president and superintendent of 
agents, is in charge of the meeting. 
Harry J. Baker, Boston, is chairman 
of the Presidents’ Club and R. L. Mar- 
cotte, Bloomfield, N. J., heads the other 
group. 


Wis. Nat'l Has Two Regionals 


Wisconsin National held the first two 
of its regional conferences, at Grand 
Rapids and Detroit. Meetings were con- 
ducted by M. S. Kirkpatrick, Michigan 
superintendent of agents. On hand from 
the home office were R. P. Boardman, 
president, W. Mead Stillman, vice- 
president and general counsel, ’ 
Lichtenberger, vice-president and treas- 
urer, A. L. Senderhauf and E. H. Metz, 
assistant agency directors, and P. A. 
Snelling, claim manager. 


Minn. Mutual Regionals 


Minnesota Mutual Life will hold re- 
gional conferences consisting of two 
mornings of business, two afternoons of 
recreation and three evenings of enter- 
tainment during July and early August. 
Conferences will be at Galvez hotel, 
Galeston, July 10-13; Bedford Springs 
hotel, Bedford, Pa., July 14-17; Dear- 
born Inn, Dearborn, Mich., July 17-20; 











Park, July 21-24; the Northernaire, 
Three Lakes, Wis., July 24-27 and July 
27-30; Arrowhead Hot Springs hotel, 
San Bernardino, Cal., July 31-Aug. 3. 


State Farm Richmond Rally 


About 250 agents of the State Farm 
companies in Virginia, Maryland, Dela- 
ware and District of Columbia attended 
a convention at Richmond. 

Principal speakers were Adlai H. 
Rust, executive vice-president of State 
Farm Mutual, and H. E. Baumberger, 
Richmond, regional director. 

Robert A. Wilson, Richmond, assist- 
ant regional director, was toastmaster 
at the banquet. 


Peoples, D.C., Holds Rally 


More than 200 leading producers 
and managers of the Peoples Life of 
Washington, D. C., attended the an- 
nual agency leaders convention § in 
Washington. 


K. C. Life Rally at Wichita 


The Orville R. Eby agency of Kansas 
City Life held a three-day sales meet- 
ing at Wichita. Vern Barnes, field 
training director from the home office, 
and others from that department as- 
sisted. 








Hesitation on Group Plans 
Can Cost Employers Money 


ST. LOUIS—Numerous' employers 
have cost themselves money through 
waiting to see what employes will de- 
mand in the way of benefits, Harold T. 
Himes, group supervisor for Aetna Life 
told the St. Louis insured members’ 
conference of Associated Industries of 
Missouri. Almost never does the em- 
ployer gain by waiting for a union to 
initiate group plans, he said. 

Mr. Himes told the buyers that he be- 
lieves that any new federal labor rela- 
tions law will maintain division of con- 
trol on self-administered welfare plans 
between management and labor. 

“In consideration of these group in- 
surance plans, as well as consideration of 
retirement funds, management cannot 
assume the position that the funds for 
these benefits must come from profits. 
These benefits are overhead just as cer- 
tainly as maintenance of plant and of- 
fice are overhead, and they should be 
considered in the light of a necessary ex- 
pense of doing business today,” Mr. 
Himes concluded. 


Samuel R. Walker, vice-president of 
City Investment Co. of New York, has 
been elected a director of Equitable So- 
ciety. 














VICTORY’S 28th ANNUAL STATEMENT 


December 31, 1948 


Admitted Assets 


Caghii ink, DANN Ss eid cetiowucdeesior 
United States Government Bonds... 
Municipal and Other Bonds........ 


Preferred Stocks 


Real Estate Owned (Including Home Office Property).... 
Real Estate Sold Under Contract. . 
Mortgage Loans on Real Estate... 
Policy Liens and Loans........... 
Interest Due and Accrued on Investments............... 
Net Premiums in Course of Collection................... 
All Other Assets....2..........5. 


eh Aa taeda LD Kolo e ate = $ 


ed 


256,917.91 
10,428,004.68 
4,824,566.73 
561,750.00 
231,773.14 
176,398.25 
587,630.37 
1,017,123.54 
75,434.87 
356,263.40 
3,836.34 


SP ELT LET LS LTT $18,519,699.23 


Liabilities 
Legal Reserve on Outstanding Policies..................$15,229,276.15 
Additional Policyholders’ Funds.................0e00eee+ 864,645.47 
Death Claims Due and Unpaid..................0ee eee NONE 
Reserve for Policy Claims...............cceeececeeteees 17,550.00 
(For Claims Reported but not yet completed) 
Reserve for Taxes Payable 1949............... cece eens 20,000.00 
Reserve for Interest and Premiums Paid in Advance...... 380,998.35 
Reserve for Policy Dividends................000eeeeeeee 327,672.27 
Reserve for Miscellaneous Obligations.................-. 40,629.07 


Total Liabilities 


Vag AMMee wae Kae seen $16,880,771.31 


SURPLUS FUNDS EXCLUSIVELY FOR PROTECTION 


OF POLICYHOLDERS: 


Special Contingency Fund......... 
Paid-in Capital Stock............. 


Unassigned Surplus 


Total 


OR EEE PE ek $ 


Wid dGiglv ai Agee ware xe otere $18,519,699.23 


100,000.00 
200,000.00 
1,338,927.92 


Progress of Victory 


Dee. 31, 1941 


Dee. 31,1948 % Increase 


Total Insurance in Force... .$42,708,695.00 $84,381,290.00 97.5 
Admitted Assets ........... 10,612,203.85 18,519,699.23 74.5 
Surplus Funds ............. 595,423.64 1,438,927.92 141.6 


The 


VICTORY LIFE 


INSURANCE COMPANY 


Topeka, Kansas 





Old Faithful Inn, Yellowstone National 
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Would Grant Restaamend Status 


WASHINGTON—A bill introduced 
in the House provides that where a 
veteran has been rated for insurance 
purposes as permanently and _ totally 
disabled for 15 years or more the rating 


shall not be reduced, in administration 
of laws and regulations relating to vet- 
erans. Another bill would extend Na- 
tional Service life benefits to parents of 
certain deceased veterans without re- 
quirement of dependency showing. 











security. 





George Albert Smith, President 


HAPPINESS 


Happiness has many roots, 


but none more important than 


As a life underwriter, it is your 


privilege to help your fellow citi- 


zen achieve financial security. 





Salt Lake City, Utah 


Providing Economic Security Since 1905 














FULL COMPANY 
COOPERATION 


An energetic publicity plan has 
been prepared for you. Write for 
the complete story, so that you, 
too, can share in this splendid 
promotional campaign. 








EVERY PARENT A PROSPECT 


for RELIANCE JUVENILE ESTATE BUILDER 


Visualize for a moment, the average parents’ 
keen expectancy, hopes and enthusiastic ambi- 
tion for the future welfare of their children. 
Now you can offer them a plan whereby all 
their fervent imagination, as to their child's 
future, is secure. 


LIFETIME FINANCIAL SECURITY 
PROTECTION EVERY YEAR OF LIFE 
FUNDS FOR EDUCATION 

4th. AMPLE FINANCIAL BACKGROUND 
5th. FAMILY PROTECTION 


SEND FOR FULL INFORMATION on 
THIS BIG SALES OPPORTUNITY 


Our agents report this Juvenile Estate Builder 
plan to be the fastest selling policy they have 
to offer. Parents are highly pleased and en- 
thusiastic . . . sales are easily and quickly 
made, and of equal importance, the door is im- 
mediately opened for other types of insurance. 
Contact us at once for representation. 


Ist. 
2nd. 
3rd. 


For full details write 
Norman B. Anderson, Supt. of Agents 


RELIANCE MUTUAL LIFE INSURANCE COMPANY 


OF ILLINOIS 
AN OLD LINE LEGAL RESERVE COMPANY 


105 W. MADISON ST. 
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POLICIES 


Union Central Now Issues 
Additional Term Forms 


Union Central now will issue term to 
65 (minimum $10,000), retirement in- 
come at 55 (male lives only), and single 
premium endowments maturing in 10, 
15, 20, 25 and 30 years, or at ages 60, 
65 and 70. 

The term to 65 policy is convertible as 
of original age within five years from 
issue, or, as of attained age, to age 55. 
The retirement income at 55 contract 
provides a monthly life income of $10 





monthly, 10 years certain. Maturity 
value is $2,024. 
Premiums per $1,000 are: 
rs 1% uf as 3 
‘2a pee 2x Be 
54.33 "2 53 #2 
So Ps oi OO OO + 60 
A mE re me Re 6S 
2 a n n 
< fo @- Be fe fe 
. Sr on 33.75 884.92 720.72 405.78 
Oe. es 40-5 Ros 39.70 885.17 721.89 442.81 
1 are 11.14 44.10 885.35 722.79 466.83 
Pere 11.62 47.48 885.50 723.53 483.6 
BONS ote 13.02 57.99 886.01 726.03 528.82 
BOS su 14.75 72.86 886.78 729.80 578.45 
Seer 16.89 95.32 887.96 735.45 632.74 
| eee 19.58 132.89 889.74 743.82 691.84 
ences ... 208.05 892.42 755.98 755.98 
ee ey 896.43 773.21 825.69 
a ee et 902.33 796.66 902.33 
eS ee 910.83 826.89 ..... 
Be eae ey 922.73 863.01 ...., 


Indianapolis Life Brings 
Out “F.I.” Riders 


Indianapolis Life, which has been is- 
suing 10, 15 and 20 year family income 
riders providing $10 monthly per $1,000 
from date of death to end of the period 
with a final payment of $1,000, now will 
issue riders providing $15 and $20 per 
$1,000 basic policy. Also added are riders 
with a 25 year family income period. 

The company has introduced family 
protection provisions similar to the fam- 
ily income provisions, except that face 
amount of policy is payable immediately 
at death and not held until end of in- 
come period. 

Although the premium for family pro- 
tection is higher than for family income, 
its provision is more flexible in pro- 
gramming since face amount of prin- 
cipal policy is available at death for 
clean up fund, mortgage retirement, or 
may be held under settlement options 
and paid as directed by the insured. 

The family protection to age 65 rider 
covers the productive period of a man’s 
life and can be used to help provide an 
income to the widow until she receives 
retirement income under social security. 





Confederation Lowers Rates, 
Continues Dividend Scale 


Confederation Life announced to its 
U. S. field force liberalizations in pre- 
mium rates and guarantees. Participat- 
ing life and endowment premiums have 
been reduced at all ages at issue, retro- 
active to all policies issued since April 1, 
1948. Illustrative new rates at age 35 
are: Life to age 85, $25.46; 20 payment 
life, $37.81; 20 year endowment, $51.05. 
The 1948 dividend scale is continued in 
1949. 

Confederation has also reduced pre- 
mium rates for the all life non-partici- 
pating preferred risk plan, but has in- 
creased the minimum policy from $5,000 
to $10,000. New rates at various ages 
at issue are: 20, $12.84; 35, $20.25; 50, 
$36.31. 

The interest guarantee under settle- 
ment options has been increased from 
24% to 2%%. Excess interest in 1949 





will be based on 3%. 
Independent on CSO Basis 


Independent Life of Baltimore, effec- 
tive March 1, is issuing an entirely new 
set of ordinary and industrial policies. 
The ordinary will be on the CSO 24% 
basis and the industrial on the 1941 
standard industrial 3% table. 





Complete Seattle Plans 
for N.A.I.C. Convention 


Streamlined plans have been complet- 
ed for a combination registration and 
hotel reservation system for the annual 
meeting of National Assn. of Insurance 
Commissioners at Seattle, June 26-29, 
Alfred Rode, Northwestern Mutual Fire, 
is general chairman of arrangements. 

Registrations will be handled through 
an office in 604 American Bank building, 
Seattle. A special form is required, with 


registration fee of $15 per registrant, | 


A receipt and confirmation of hotel res- 
ervation will be given. 


Mr. Rode said the plan is designed | 


to expedite convention registrations, 
guarantee best available hotel accom- 
modations to persons registering, and 
enable committees better to plan social 
functions. 

Committee chairman have been an- 





nounced by Mr. Rode: Ralph Baldwin, | 


finance; J. F. Sullivan, reservations and 
hotel; Irwin Mesher, publicity; G. D. 
Connor, programs; Donovan Moore, 
registration; John J. Cadigan, reception; 
Herbert Fishback, banquet; Louis La- 
Bow, automobile; George Farnsworth, 
transportation; J. W. Reynolds, Mount 
Rainier trip; Richard Saunders, Lake 
Washington-Canal trip; S. G. Thomp- 
son, general entertainment; Harry Gi- 
van, golf; ladies entertainment and re- 
ception, Mrs. William A. Sullivan, hon- 
orary chairman. Milo F. Wilcox will be 
executive secretary to the committees 
and Mrs. Ada Gallagher, assistant sec- 
retary. 


56% of Recent Purdue Grads 
in Billion-Dollar Companies 


In the last three graduating classes of 
the Purdue course 56% of the men repre- 
sent companies that have over $1 billion 
of life insurance in force. Of the 44% 
from companies with less than $1 billion 
in force, 13.4% represent companies hav- 
ing between $500 million and $1 billion 
in force, and 30.6% are with companies 
with less than $500 million. 

Seventy percent of the students have 
had some college education and 37% 
have degrees; 76% of them are married. 
The average age of the men on enrolling 
is 2814. 

Eighty-seven percent of the men who 
started in the basic class finished the 
entire one-year training course. One- 
half of the 13% who did not finish are 
still in the business but withdrew from 
the course for personal reasons or were 
disenrolled after their failure to report 
for any two consecutive weeks during 
their three field periods. 











William H. Ross, former field man- 
ager for the Hughes agency of Massa- 
chusetts Mutual Life at Chicago, has 
gone with Home Life there. Walter 
H. White, who was assistant manager 
in the same agency, has returned to 
personal production for Massachusetts 


C. LU. 


Duback Speaks on Wills 


Paul H. Duback, trust officer First 
Wisconsin Trust Co., discussed “Wills” 
at a luncheon meeting of the Milwaukee 
C.L.U. chapter. His talk covered the 
gist of a two-hour lecture previously 
delivered before Milwaukee Junior Bar 
Assn, President George A. Knutsen, 
Mutual Life, announced that a group 
of Milwaukee C.L.U.s are planning to 
attend the Chicago luncheon March 7, 
at which Martin Scott, president Amer- 
ican Society of C.L.U., will speak. 


Hear U. of Neb. Professor 


Prof. Clifford” Hicks of the economics 
department of University of Nebraska 
reviewed high points of a course in 
“Money and Banking” at a meeting of 
the Lincoln, Neb., C.L.U. chapter. 
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This year saw an increase of $15 bil- 
lion in the life insurance owned by U.S. 
] families, bringing the aggregate owned 
| toa new peak of $201 billion, an average 
of over $6,000 per insured family, the 
Institute of Life Insurance reports in a 
| review of the year’s activities in life in- 
| surance. 
| In 1948, for the first time since 1945, 
the gain more than kept pace with the 
| inflationary loss of purchasing power of 
| the dollar, the institute added, life insur- 
| ance ownership rising 8% while the cost 





| of living index rose only 4%. Between 
| 1944 and the end of 1947, life insurance 
owned rose 27%, but the cost of living 
| went up 31%. : 
| The greater part of the year’s gain in 
life insurance Owned was in ordinary, 
which increased $8.6 billion in the year 
| 10 $130.4 billion. Percentagewise, the 
\geeatest gain was in group life insur- 
ance, which increased $5.5 billion to 
$39.2 ‘billion. Industrial life insurance 
increased $1.6 billion to $32.6 billion. 
Sales declined slightly this year, but 
held within 2% of the all-time record. 
Approximately $22.7 billion of new life 
insurance was purchased, of which $15 
billion was ordinary, $4.4 billion was 
industrial, and $3.3 billion was group. 
The latter represents only new groups 
insured and does not include the addi- 
tional coverage in groups previously 
written. 

Payments to families reached a new 
peak of $3,170,000,000, a gain of nearly 
$200 million. Adding the increased re- 
serves set aside for future benefit pay- 
ments, about $6% billion was paid or 
credited to families in the year. Death 
benefit payments were an _ estimated 
$1,430,000,000, up $91 million to a new 
peak in spite of what appears to be a 
record health year. 

Payments to living policyholders ac- 
counted for more than half of total pay- 


| ments by the companies and were up 


$108 million. 

Greatest increase was in policy cash 
surrender value payments to policyhold- 
ers, largely a reflection of the increased 
pinch from the rising cost of living. 
These surrender value payments were 
still, however, 32% less than they were 
in 1940. Total 1948 payments to living 
policyholders, including matured en- 
dowments, disability, annuity and sur- 
render value payments and policy divi- 
dends, were $1,740,000,000. 

Total premium income of all U. S. 
life insurance companies rose to an esti- 
mated $7,250,000,000 for 1948. This was 
nearly double the annual total of 10 
years ago but was a much smaller share 
of total national income than in 1938. 
The 1948 premiums will be equal to 





about 3.8% of national income while the 
1938 premiums were 5.6%. 

Assets increased to a total of $55.4 
billion. About nine-tenths of these as- 
sets are specifically earmarked for fu- 


Coverage Per Insured 


Family at Record $6,000 


ture payments to policyholders. The 
year-end total shows an increase of $3.7 
billion. 

As to distribution of the investments, 
mortgages and industrial bonds have 
both increased materially in aggregate 
amounts and in proportions of total in- 
vestments. Real estate has reversed a 
long period of decline and increased this 
year, largely because of purchases of 
commercial and industrial properties for 
investment on a rental basis. At the 
year end the mortgage holdings are 
more than $2 billion over a year ago and 
the securities of business and industry 
are up $4 billion. The increases were 
made possible in part by the more than 
$314 billion increase in assets, but also 
through reduction of U. S. government 
securities during the year. 





Long Island Rally 
Offers Usable Ideas 


NEW YORK — Sales result from the 
prospect’s respect for the agent’s knowl- 
edge of his business, John J. Gill, field 
training supervisor Metropolitan Life, 
said at the sales congress of the Long 
Island branch of the New York City 
Life Underwriters Assn. He said that 
knowing ‘one approach well, such as 
social security, and using it, is better 
than being hazy about them all. In ap- 
proaching a prospect, he advised agents 
to memorize the rates for policies they 
intend to push and in that way impress 
the prospect with their knowledge. The 
veterans administration is now sending 
out policies for the first time to veterans 
and this creates an opportunity to talk 
to them and set them straight on a good 
program, he said. In selling the younger 
market, he said that it is imperative that 
the agent know the full story on social 
security, NSLI, and group life from the 
individual policyholder’s point of view. 

Maintenance of the proper attitude 
was discussed by Richard E. Pille, su- 
perintendent of agencies of Mutual Bene- 
fit Life. The agent’s chances for suc- 
cess in the business are limited only by 
his ability and knowledge, he said. By 
convincing a man to save only $2 a week 
the agent is enabled to earn $50 the first 
year, and $5 a year for nine years there- 
after as well as service fees. The busi- 
ness hasn’t changed, he reminded the 
older producers, but “you have.” Strive 
to maintain the feeling of enthusiasm 
for the business that you had when you 
entered it, he suggested. 

Use an organized sales presentation, 
said George E. O’Connor, midtown New 
York City manager for New York Life. 
“If you were asked to make a speech 
before several hundred people and of- 
fered $100 for the assignment you would 
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prepare yourself carefully. That is the 
same thing you should do when you ap- 
proach a prospect because your fee may 
depend on how well you present your 
subject.” 

Acquire good habits to cover your 
sales and prospecting methods, H. G. 
Kenagy, vice-president Mutual Benefit 
Life, said. Make the routine details of 
prospecting and interviewing automatic 
and habitual, he suggested, so that your 
mind can be free for the complicated 
problems that arise. 

More than 100 agents turned out for 
the meeting. Andrew M. Christensen, 
New York Life manager at Jamaica, pre- 
sided. Chairman and summer-upper 
was Leroy S. Zider, Mutual Benefit 
Life general agent on Long Island. 





Named by Crown Life 


Crown Life has appointed W. R. 
Jolley as assistant secretary, G. M. Wil- 
son as assistant treasurer and W. N. 
Bowden as sales research secretary. 


Okla. Group A. & H. Ruling 


Commissioner Dickey of Oklahoma 
has ruled that group accident and health 
insurance as defined in the Oklahoma 
laws may cover husband, wife and chil- 
dren, and any other member of a family 





who resides with and is dependent on 
the head of the family for support and 
maintenance. 





Honor Club for New Men 


American General Life of Houston 
has a new honor club to which only 
new agents are eligible. The require- 
ment is that the agent write 25 ap- 
plications his first 13 weeks. 





Governor Browning of Tennessee has 
signed a bill requiring burial insurance 
companies to pay the policy amount in 
cash if the family demands it. He said 
that he had heard that some policies 
are being paid in services and materials 
worth not more than half the face of 
the policy. 

Great-West Life is making all plans 
of term insurance available to members 
of the armed services regardless of 
rank. The preferred risk ordinary life 
plan will, however, continue to be con- 
fined to commissioned officers, 

Charles J. Zimmerman, associate man- 
aging director of Life Insurance Agency 
Management Assn., will address the 
meeting of the Presidents and Master 
Producers clubs of Bankers National at 
New York March 9. 
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Confederation Life 


Reports to Its Policyowners 
An Outstanding Year For 1948 


Paid to living policyowners 


deceased policyowners 


* The results for the past year have been most 


* The Association ends 1948 with a volume of New 
Business and with a gain for the year and pres- 
ent volume of Business in Force largest in its 


* Group Welfare plans increased in number and 
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Ideas and Suggestions 








Advises Selling Needs 
Rather Than Performance 


Edward C. Andersen, superintendent of 
agencies for Connecticut Mutual, told the 
Bridgeport Assn. of Life Underwriters that 
increasing competition for the prospect’s 
dollar requires a shift in sales emphasis 
from visualization to crystalization and 
dramatization. Mr. Andersen character- 
ized visualization as showing what the 





Liberal First Year * 
Commissions. 


2. Vested Renewals 
Unsurpassed. 


_. ,%. Bonus on 





insurance contract will do and said that, 
though it is still an essential part of any 
interview, visualization alone will no longer 
net many sales. Today the insurance agent 
must crystalize the prospect’s need or prob- 
lems to the degree that they will loom as 
of the greatest importance, he indicated. 
The agent must dramatize his closing 


arguments and be prepared to give the 
prospect concrete assurances that he is 
doing the wise thing in taking the in- 
surance immediately. 






4. Personalized 









. 


Openings in Virginia, West Virginia, 
| Tennessee and Alabama. For information write: 
| E. DUDLEY COLHOUN, i 


Home Office Service. “ 


5. Attractive Retirement 
Plan. 


of Agen 


cies. 
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SPREADING OUT— 


As a result of the progress Postal Life & Casualty 
has made, we can offer real opportunities 
for men who are looking for a chance to 
develop their own agencies. 





Agents at Decatur Congress Told How 
to Recharge Their Mental Batteries 





How the agent can recharge his 
mental battery to step up his potential 
was explained by T. H. Tomlinson, 
manager of sales promotion of Bankers 
Life of Iowa at the Decatur, IIl., sales 
congress. 

“Our business comes in bunches,” he 
pointed out. “If we could only have 
more days like those when we are ‘up’ 
or ‘hot’ or whatever you like to call it, 
this business would be fun and quite 
profitable. It seems as if some days we 
are bright shining lights and other times 
we are just dim bulbs.” 

Mr. Tomlinson offered the following 
statement of the system for mental self- 
training: “Whatever I ardently desire, 
vividly imagine, joyously accept as pos- 
sible and expectantly act toward will in- 
evitably manifest itself. Don’t take my 
word for it, try it out, experiment with 
it yourself and give it an honest chance 
to work for you and you are the only 
one that can work it,” he said. 


Write Down the Goal 


Mr. Tomlinson suggested as helpful 
mental exercise writing down on a slip 
of paper one’s goal. “At night and just 
before you fall asleep think of your goal 
and let that the last thought before 
your conscious mind goes to sleep,” he 
said. “The next morning write the first 
thoughts you have concerning your 
goal.” 

The next step is actively imagining 
the fulfilment of the goal. “Joyously ac- 
cept as possible” means faith in one’s 
ability to achieve the goal. Finally, “ex- 
pectantly act toward” means action. 
”You could have done all that is re- 
quired up to this point but unless you 
act toward your desire with every expec- 
tation of success you won’t make it,” Mr. 
Tomlinson pointed out. 

“T could as well pray for a bushel of 
potatoes and that would be that. I could 
ardently desire potatoes and write it 
down as I told you for the next 10 years. 
Then I could vividly imagine potatoes in 
all their glory and I could have the ab- 
solute faith that God would deliver my 
bushel of potatoes and still not have a 
bushel of salable potatoes. I myself and 
nobody else would have to expectantly 
act toward getting those potatoes by 
applying proper methods of cultivation. 


Will Be a Driving Force 


“Apply this illustration to our own 
business and you will find that the law 
of mind will become a driving force 
within you. You will find yourself grav- 
itating or moving toward some books on 
insurance. You will want to increase 
your knowledge of your business, you 
will find yourself wanting to meet peo- 
ple to sell bigger and more policies. 

“Your stimulated and working imag- 
ination will see more prospects all about 
you. You will find yourself telling your 
prospects thoughts that will carry a 
knock-out punch. Those punches will 
land in his subconscious mind and no- 
body can stand up after a good stiff 
round of those. You actually dominate 
the situation. Most important, you will 
be so enthusiastic about your work that 
each day becomes a new game and you 
play to win.” 

Delmar Olson, assistant vice-presiderit 
of Mutual Trust Life, speaking on busi- 
ness insurance, pointed out that the bulk 
of business is carried on not by big or- 
ganizations but by small business units, 
such as proprietorships, partnerships and 
close corporations. These are to be 
found everywhere and the smaller the 
business the greater the need for busi- 
ness insurance because in the smaller 
enterprise personal problems are so 


much more closely related to the prob- 
lems of the business and family fortunes 
are dependent upon the fortunes of the 
business, 

Mr. Olson said the market is similar 
to the personal insurance market and 
that business insurance is similar to per- 
sonal insurance except for a shifting of 
emphasis. Basically the protections af- 
forded to the business are protections 
for the dependents of those associated 
with the business. Virtually all pros- 
pects for personal insurance are engaged 
in some business organization while 
every prospect for business insurance is 
a potential prospect for personal insur- 
ance. 

North Stresses Need for Control 

While the soft salesman is having 
trouble today, the skillful agent is en- 
joying the business he wants because he 
is willing to put forth the necessary ef- 
fort to write it, said William E. North, 
manager New York Life, Chicago. He 
emphasized the need for control of one’s 
mind, time and energy. 

Mind control, he said, means thinking 
straight and a positive mental attitude 
which can be maintained by keeping a 
high level of activity, developing a sense 
of humor, looking for the pleasant sur- 
prises of the day and by study and 
growth developing a consciousness of 
getting ahead. Time control means 
proper planning and putting in the part 
of each day at study but not at the ex- 
pense of the day’s work. 

Energy control means distinguishing 
between effort and result, putting. in a 
longer day and operating more effi- 
ciently than was necessary even a few 
months ago to gain the same end. The 
objective should not be to see how little 
one can do to get by but how much 
effort one can possibly put forth each 
day, he said. 

Other speakers were E. C. Steinsber- 
ger, manager Prudential at Vincennes, 
Ind., and Ray T. Wright, Provident 
Mutual, Lawrence, Kan. Luncheon 
speakers were N. Eric Bell, State Farm 
Life, Bloomington, president Illinois 
Life Underwriters Assn., and Director 
Hershey of the Illinois department. 


Here’s One That Works 


Homer Bloss, Columbus Mutual Life, 
Columbus, O., uses the following system 
with good results when he has to place 
a rated policy, according to “Field 
Notes,” the company’s house organ. 

“TI tell the buyer that the company 
does not like to rate policies and when 
they do, it is because there is something 
wrong. When there is something wrong 
with you, one of two things happens. 
You will get worse or you will get bet- 
ter. If you get worse, you will be en- 
tirely unable to get life insurance. If 
you get better, the company will remove 
ms rating. In either event you can’t 
ose. 


Bars Unlicensed ‘Phoning 

Commissioner Thurman of Kentucky 
has directed A. & 'H. and hospitaliza- 
tion insurers to discontinue telephone 
solicitation unless the persons making 
the calls are licensed. Commissioner 
Larson of Florida has issued similar in- 
structions. Mr. Thurman said that he 
has been advised that there are some 
companies that maintain a staff to en- 
gage in telephone canvassing to obtain 
leads and prospects. This ruling, he 
said, doesn’t apply to any clerical help 
that may be necessary in performing 
any of the functions provided for 
agents, general, district, state or special 
agents. 
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Monthly Reports. 
Show Up Lack 
of Sales Calls 


HARRISBURG — To make sure his 
agents make enough calls and interviews 
and thereby keep up their production 
William A. Arnold, 2nd, general agent 
here for Penn Mutual, now gets a re- 
port each month from his men which 
shows number of calls and whether serv- 
ice or sales, number of interviews, cases 
closed and total production. 

One of his best salesmen in a recent 
month made 20 sales calls and 30 service 
calls but only 10 sales talks. He closed 
six cases, a high percentage in relation 
to the number of sales talks, but the 
total volume was only $18,500. Also, he 
secured only 16 new prospects. 

Sells $91,000 in Month 

Another salesman, however, made 104 
sales calls and 29 service calls in the 
same time. He gave 28 sales talks and 
wrote 13 cases for $91,000 of business. 


‘He got 83 new leads. His ratio of clos- 


ings to sales talks was much lower than 
the other salesman, one to four, but his 
production was much higher, and he 
isn’t going to have the difficulties ahead 
that the other salesman will have as a 
result of too few new leads. 

Another agent, a very good producer, 
made 52 sales calls and 129 service calls. 
He had 48 sales talks and 10 lives. His 
production was high. 

Mr. Arnold today is talking calls and 
interviews. He is even having one of his 
men spend a day a month in each dis- 
trict office doing policy audits to take 
some of the detail off agents. The need 
is to get the agent before more prospects 
to make more sales talks. The emphasis 
is on time control, but the important 
thing is to get the agent out working. 
Where a man has a closing ratio of one 


or two out of three, but he is only mak- 
ing nine sales in a month, he is being 
too selective. He is not telling his story 
often enough. 


SS Plan Would 


Double Levies 


WASHINGTON — Social Security 
Commissioner Altmeyer told the House 
ways and means committee that if Con- 
gress approves all administration social 
security proposals, including national 
health insurance, and provides for their 
payment from payroll taxes such taxes 
would increase from the present maxi- 
mum 5% to between 9% and 11% 
equally divided between employer and 
employe unless Congress directed other- 
wise. 


Prudential Convention 
to Be Held March 14-16 


Prudential will hold its annual dis- 
trict agencies business conference at 
Newark March 14-16 with some 400 U.S. 
and Canadian district managers meeting 
with executives to discuss new selling 
techniques and latest developments. At 
the conference dinner at Hotel Commo- 
dore, New York City, March 16, presi- 
dent Carrol M. Shanks will preside and 
Holgar J. Johnson, president of the In- 
stitute of Life Insurance, will speak. 


B. M. A. Home Office Club Elects 


Home office employes of Business 
Men’s Assurance have elected as officers 
David Alton, service department, presi- 
dent, succeeding Lyle Hopkins, sales de- 
partment; Barney Watkins, supervisor 
policyholders service department, 1st 
vice-president; Jo Crain, claim exami- 
ner, 2nd vice-president; Dorothea Fer- 
guson, personnel department, secretary. 
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We Don't Give Elephants Away 





BUT 


We do have a Company founded on faith and integrity— 
dedicated to the principles that safety to our policyowners 
and service to our agents comes first. 


This service concept in addition to 66 policy plans, sub- 
standard issuance and flexible underwriting, all backed by 
a career contract for career men and an expansion program 


For Information Address: 
CHARLES J. MESMAN, Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE COMPANY 


CRAWFORD H. ELLIS, President 


. 


U.S. A. 


KENNETH D. HAMER 
Vice-Pres. & Agency Director 
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The employes’ organization is the Know 
Each Other Club. Its purpose is to as- 
sist the members in becoming better 
acquainted with each other and with the 
company’s operations and services. 


Faxon Leads Aetna for ‘48 


By leading all other representatives of 
Aetna Life David P. Faxon Newark 
agency, has won presidency of the 1949 
Aetna Life Leader’s Club. 








Approve Lange Appointment 


MADISON, WIS. — The. Wisconsin 
senate has confirmed appointment of 
John R, Lange as Wisconsin commis- 
sioner. He was appointed by Gov. Ren- 
nebohm, effective last Dec. 1, to replace 
John Sonderegger, who resigned to 
work in the governor’s office. 

The term runs to June 30, 1951, com- 
pleting the six-year term to which the 


late Morvin Duel originally was _ re- 
appointed, serving until his death last 
August, 


Mutual Benefit Honors 
Julian Myrick at Luncheon 


Julian S. Myrick, who is retiring as 
2nd vice-president of Mutual Life, was 
a guest of the officers of Mutual Benefit 
Life at a luncheon sponsored by his old 
friend and former co-worker, President 
John S. Thompson. Mr. Myrick and 
Mr. Thompson became friends in 1905 
when the latter joined the actuary’s de- 
partment of Mutual Life. Mr. Myrick 
entered the company as a clerk in 1898. 





The New Mexico senate has passed a 
cash sickness bill of the California type, 
and the house will hold a hearing on the 
measure March 4, 











snapshot if available. 








‘Unusual Opportunity 


Large, progressive, life insurance company seeks an assistant 
medical director capable of succeeding the present medical 
officer when he retires under the Company’s pension plan 
within a few years. Prefer a man under age 45. Salary open. 


Our staff knows of this advertisement, so write in confidence 
giving full information in your first letter. Enclose a recent 


Address Box T-57, National Underwriter j 
175 W. Jackson Blvd., Chicago 4, Illinois 
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LEGAL RESERVE FRATERNALS 





Flag Day Foundation 
Elects First Officers 


The site in Fredonia, Wis., of the 
first flag day celebration in the United 
States will be established as a national 
shrine by the National Fraternal Flag 
Day Foundation, which was organized 
last year by members of the Wisconsin 
Fraternal Congress. 

The congress obtained title to the 
property in 1947 and turned the title 
over to the foundation last year. The 
property includes the old stone school- 
house where the first flag day was ob- 
served Jan. 14, 1885. The school, now 
being used as a garage, will be restored 
by the foundation as part of the shrine. 

The foundation’s first officers elected 
Saturday during the annual convention 
of the Wisconsin congress at Milwaukee 
are: Board chairman, Norton J. Wil- 
liams, president Equitable Reserve, 
Neenah; president, Joseph F. Walsh, 
president Catholic Knights, Milwaukee; 
vice-president, Alex O. Benz, president 
Aid Assn. for Lutherans, Appleton; 
secretary, Julius P. Michalski, secretary 
Polish Assn., Milwaukee; treasurer, 
S. A. Oscar, president National Mutual 
Benefit, Madison. 

Directors include these men and Rud. 
W. Talsky, Catholic Family Protective, 
Milwaukee; Albert Pawlak, Federation 
Life; Miiwaukee; Mrs. Gertrude Marks, 
Germania Mutual Life, Milwaukee, and 
Elmer Anderson, Scandinavian Ameri- 
can Fraternity, Eau Claire. 





Maccabees’ 1948 Figures 


Maccabees’ total insurance in force 
Dec, 31 was $296,035,991, increase $10,- 
008,734, and new business issued totaled 
$40,988,948, gain of $700,000. Assets 


were $78,565,113, increase $4,018,552 
over 1947. 

The society paid $5,956,443 benefits. 
Unassigned surplus rose to $3,581,487. 
The sum of $625,617 was set aside for 
refunds to members. Maccabees earned 
3.14% interest on invested assets last 
year. Interest and rents received from 
investments totaled $3,093,484. 

Legal reserve was $65,500,746, reserve 
for current claims and claims payable 
in instalments $1,680,300, reserve for 
1949 refunds and refunds left to accumu- 
late $2,068,945, for pensions $527,370, for 
investment contingencies $1,085,835 and 
for mortality fluctuations $1,750,000. 





Joseph Walsh New Head 
of Wisconsin Congress 


Officers elected at the annual meet- 
ing in Milwaukee of the Wisconsin 
Fraternal Congress are: President, 
Joseph F. Walsh, president Catholic 
Knights; vice-president, Frank J. Stepa- 
nek, director Western Bohemian; sec- 
retary-treasurer, Pearl Bohm, Royal 
‘Neighbors, all of Milwaukee. 

Directors are: Oscar Plaschal, Fidel- 
ity Life, Milwaukee; D. W. MacMeekin, 
Modern Woodmen, Two Rivers; R. 
Gordon Pope, Equitable Reserve, Nee- 
nah; Catherine Helt, Women’s Catholic 
Order of Foresters, Milwaukee. Dele- 
gate to the National Fraternal Congress 
convention is Elmer Anderson, Scandi- 
navian American Fraternity, Eau Claire. 

Life insurance salesmen should have 
more enthusiasm to help other persons 
than to make a profit, Alden C. Palmer, 
R. & R. Service, Indianapolis, told the 
conference. The importance of the poli- 
cies they sell should instill an enthu- 
siasm toward their selling jobs. He 
said with proper attitude they could 
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render a public service unequaled by 
salesmen of any other product or 
service. 

In the morning talks were made by 
John Pekrul, president Milwaukee Fra- 
ternal Underwriters, and also by W. G. 
Fisher, executive vice-president Lu- 
theran Brotherhood, on “What Do They 
Know About Fraternals?” S. A. Oscar, 
National Mutual Benefit, Madison, re- 
ported on the legislative situation. 

In the afternoon, talks were made by 
N. J. Williams, president of Equitable 
Reserve, Neenah, on “Cooperation for 
Greater Accomplishments,” and Otto C. 
Rentner, vice-president and _ general 
counsel Aid Assn. for Lutherans, on 
“Some Legal Aspects of Life Insur- 
ance.” 


Assets and Members Gain 


Mrs. Dora A. Talley, president of 
Woodmen Circle, Omaha, reports gains 
in 1948 of 3,490 members and $1,171,589 
in assets, 


Thompson District Manager 

Maurice M. Thompson has been ap- 
pointed by Maccabees as district man- 
ager in West Virginia, associated with 
W. H. Helmick, state manager. 


COMPANIES 


Franklin Agents in “Golden 
Gloves” Anniversary Drive 


To celebrate the company’s 65th an- 
niversary, Franklin Life’s field force is 
engaging in a “Golden Gloves” sales 
contest this month. 

With the sales organization divided 
into eight boxing weight classifications 
and paired off in competition, the 
“Golden Gloves” tournament features 
a “bout” of four rounds. Title of 
“champ” will be conferred on the lead- 
ing agent in net paid volume produced, 
and that of “chief contender” will go 
to the individual exceeding his quota 
by the greatest percentage. Champion- 
ships of the various classes will be de- 
termined by highest percentage of quota 
attained. 

Cash and merchandise prizes will be 
awarded, with the victor in each pair 
winning not only his own but those of 
his opponent. 


Sun’s Report Still Clearer 


Sun Life of Canada has long been an 
advocate of readability in annual reports 
of life companies and its latest report 
to policyholders is the simplest and 
most easily understood that the com- 
pany has ever put out. Diagrams are 
used where they make the meaning 
clearer. Not only is there a chart show- 
ing where the company’s 1948 income 
dollar came from and what was done 
with it but the ways in which the com- 
pany’s investments help the economy. 




















Prepare for Centennial 


A historical survey of a century in 
business is being undertaken by Aetna 
Life in preparation for its 100th anni- 
versary, to be celebrated in 1953. Rob- 
ert H. Pierce was recently transferred 
from farm loan manager to the adver- 
tising and publicity department to han- 
dle this assignment. 





Confederation Life has filed applica- 
tions for admittance to Ohio and Penn- 
sylvania and plans expansion in these 
states this year. 


Wilkins Hartford President 


Robert E. Wilkins, Prudential, has 
been elected president of the General 
Agents & Managers Assn. of Hartford, 
and W. Dick Oberholtzer, Manufactur- 
ers Life, secretary. 

Mr. Wilkins is a director of Connecti- 
cut Assn. of Life Underwriters and 
chairman of the L. U. T. C. classes at 
Hartford. 








AGENCY NEWS — 


pays 





Devitt-Kelly Agency Feted 


The Devitt-Kelly agency of Mutual 
Trust Life at Newark was honored at a 
dinner in Plainfield. It received a silver 
cup for the highest percentage of quota 
of any agency for the fourth quarter of 
1948 and a plaque for the highest per- 
centage of quota for 1948. The presen- 
tation was made by Alexander Neil, Jr, 
eastern manager. Evans Whiting re. 
ceived an individual cup for the highest 
volume of the fourth quarter of 1948. 


Cal.-Western Fetes S. F. 


The San Francisco agency of Califor- 
nia-Western States has been awarded 
the president’s trophy for the best per- 
formance in 1948. Gilbert Ball, manager, 
and agents and their wives were guests 
of the company at a dinner in San Fran- 
cisco. The San Francisco group also 
won the directors’ scroll for having 
shown the greatest percentage of in- 
crease for agencies in its Classification 
during the November-December drive. 
A business session preceding the dinner 
was held at the home of Mr. Ball. Presi- 
dent O. J. Lacy presented the trophy to 
J. G. Morrow, the leading producer. 








Reliance’s Houston Rally 


R. C. O’Connor, assistant superin- 
tendent of agencies of Reliance Life, 
addressed a luncheon meeting of the 
Houston agency headed by H. R. Hos- 
tettler, at which he announced that the 
Houston agency led in percentage of 
gain over 1947. Philip Manning was 
agency leader for the year. The agency 
had a 40% increase for 1948, 





The Fraser agency of Connecticut 
Mutual Life in New York City paid for 
$1,565,759 in January. 


Aetna Holds 5-Day Clinic 
on Management Techniques 


A five-day clinic on Aetna Life’s lat- 
est techniques in sales training and re- 
cruiting has been completed in Hartford 
by a group of 25 general agents, assis- 
tant general agents and supervisors from 
eastern United States and Canada. The 
course included discussions and study 
periods during which emphasis was 
placed on the company’s over-all train- 
ing and recruiting program and the busi- 
ness insurance and estate control sales 
plans. Screening tests as a means of 
maintaining a high quality of recruits 
came in for considerable attention. 


Camps Has Record Month 


The M. L. Camps agency of John 
‘Hancock in New York City had the 
largest month in its history in January, 
being exceeded only by the home office 
agency. Annuity production topped all 
other Hancock agencies. 














Benefits Paid Since 
Organization 


$58,091,589 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebraska 











THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1893 
4 Legal Reserve Featernal Benefit Society 
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Says Door Left Open 
o FTC in Mich. 


Addressing the midyear meeting of 

Michigan Assn. of Insurance Agents 
ast week at Detroit, Commissioner 
orbes declared that the state has legis- 
ated insufficiently in the field of fair 
rade practices and has left the back 
Hoor open for the federal trade commis- 
ion. He referred to the omission of 
he omnibus clause in the Michigan fair 
rade practices bill which would have 
Fiver. him permission to investigate any 
lleged unfair trade practice even though 
not specifically prohibited. 

Mr. Forbes pointed out that the 
lause did not give him the power of in- 
voking penalty, but merely that of issu- 
ing a cease and desist order. “As mat- 
ers now stand,” he said, “If I receive 
my complaint, there is no action that I 
an take. I would dislike saying to a 
omplainant words to the effect that I 
vas sorry, that there was nothing I 
ould do, but if he were to take the 
omplaint to the federal trade commis- 
Kion, he would undoubtedly get relief if 
vestigation proved that the complaint 
was justifiable.” 

Mr. Forbes voiced wholehearted sup- 
mrt for the two-year incontestable 
lause for A. & H. policies, stating that 
buich a law would be “one of the most 
onstructive steps in the public interest 

the A. & H. field that has taken place 
mn years. It would reduce by more than 
0% the complaints the department re- 

eives from the public involving A. & H. 
policy claim settlements.” 


A. Managers Hear Talks 
on Selecting New Agents 


LOS ANGELES—Walter G. Gastil, 
onnecticut General, and Frank A. 
Shamel, Equitable Society, addressed 
he meeting of Life Managers Assn. of 
os Angeles on methods of selecting 
bgents. 

Mr. Gastil said he does not overload 
is facilities and hires only the few men 
he can accommodate. He wants to know 
f the prospective agent recognizes life 
msurance as a career and is he inter- 
sted in it as career for him; also what 
he will do if he wins a place, and what 
he agency will do for him. The new 
man has two conferences and undergoes 
hree tests. His wifg is interviewed at 
heir home in his presence, three persons 
hose names he has given are inter- 
iewed as well as his former employers. 
Men are hired from 23 to 43 years of 
ge; those from 23 to 28 work in the 
fice for three years, those from 28 on 
Mr. Gastil prefers single men or having 
ome experience in selling. 

Mr. Shamel said 95% of his prospec- 
ive agents come through his agency 
orce; he emphasizes joint work; the 
nit manager decides whether the new 
nan is to be hired and the unit manager 
ets the credit or the blame depending 
m the success of the new man; the unit 
manager and his group take the new 
han to lunch and give their opinion of 
iim; the opinion of the cashier and the 
cretaries are valuable in deciding. The 
wife is interviewed, his references and 
his former employers. 


ex. Legislation Weighed 


In an effort to free life companies 
berating in Texas of the necessity of 
ithholding death claims payable to 
ther than a spouse, where there is a 
Ossibility of the spouse contending that 
ie policy was partly paid for out of 
ommunity funds, a bill has been in- 
toduced in the Texas legislature to 
iminate interpleader proceedings in 
ich cases and enabling the beneficiary 
obtain the funds without court ac- 
on. The bill is patterned on the Cali- 
nia statute, although the latter jas 
ot proved entirely effective in accom- 
lishing its end. 

other Texas bill would eliminate 
he present requirement that a_bene- 
(Ciary have an insurable interest in the 


















insured, In most states an insured can 
take out a policy on his own life and 
leave the proceeds to anyone he elects. 


State of Wash. Income Tax 
Bill Troubles Insurers 


Insurance companies doing business 
in state of Washington face an income 
tax as result of passage of Gov. Langlie’s 
proposed measure by a one-vote margin 
in the senate. The bill is pending in 
the house where the Democratic ma- 
jority either may kill the bill or send it 
back to the senate with amendments. 

Washington’s insurance code has no 
“in lieu of” provision in the premium 
tax section and the income tax does not 
exempt insurance companies. Not only 
would all types of insurers be com- 
pelled to set up accounting records to 
determine profit on Washington busi- 
ness, but they would be obliged to pay 
the flat 2% tax on their earnings within 
the state. 

Domestic companies are even more 
concerned over possible passage of the 
bill by the house. They would be forced 
to pay the same tax in numerous other 
states in which they operate under re- 
taliatory laws and to maintain costly 
accounting data to determine their tax 
liability in other states. 

There is a possibility that a bill em- 
bodying amendments to the -insurance 
code will be amended to include an “in 
lieu of all other taxes” provision which 
would exempt from income tax insurers 
paying premium tax. 








Bars Reforming of Policy 
Company Issued in Error 


A policy which through the insurer’s 
error provided a retirement benefit of 
approximately twice that of the policy 
actually applied for and which has been 
in force beyond the contestable period 
cannot be recalled and reformed by the 
company, the ninth circuit court of ap- 
peals has ruled in reversing the federal 
district court at San Francisco. 

“It does not seem reasonable to bar 
the raising of fraud as a defense and 
at the same time allow the insurer to 
gain reformation for its own: benefit on 
the ground of an alleged mistake of its 
own skilled employes,” the court said. 
The case is Travelers vs. Richardson, 


Pass N. Y. Surplus Bill 


The New York senate has passed and 
sent to the governor a bill to permit 
life companies to increase their surpluses 
from $500,000 to $750,000 even though 
this would be more than 10% of assets. 
This was designed to relieve smaller 
life companies that have large amounts 
of A. & H. 

The senate has passed the bill that 
would limit investments of - life com- 
panies in any one institution to 5% of 
assets. This is the private placement 
control legislation. 

Two bills have been introduced in the 
senate—one to permit group annuities 
through unions or through trustees of 
a fund established by employer and 
union; the other to permit life com- 
panies in Schedule G of the blank to 
lump the amount paid individuals earn- 
ing $5,000 to $10,000 a year—companies 
would still have to report individual 
salaries of those earning $10,000 or more. 








Unauthorized Bill in Ia. 


DES MOINES — A bill by Sen. 
Bekman, chairman of the senate insur- 
ance committee, would make it a mis- 
demeanor for anyone to solicit insurance 
in Iowa who is not licensed to do so. 

The house passed a bill to require 
that all persons or organizations en- 
gaging in the insurance business, except 
fraternals and employe benefit associa- 
tions, must incorporate under the state 
laws. 

The senate insurance committee re- 
ported out for passage a bill which 
would reduce the insurance premium tax 
for domestic companies from 2% to 1%. 





THE NORTHERN LIFE INSURANCE COMPANY 





Provides its Underwriters — : 


@ Generous First-year Commissions 

@ Full Renewals to the I5th Year 

@ Group Life-Accident-Health Protection 

@ A Life Income Pension Plan 

@ Prize-winning Sales Helps 

@ A FULL Sales Kit, Including Life, Accident, Health, 
Hospitalization, Group Life, Group A & H, Salary 
Savings 3 


Managerial Openings in Newly-opened Midwestern Territory. Write 
Direct to Home Office; L. J. Myklebust, 940 Des Moines Bldg., Des 
Moines, lowa; or H. C. Vollmann, 4434 North Dover Street, Chicago 
40, Illinois. 


NORTHERN LIFE 
INSURANCE COMPANY 


Established 1906 


D. M. MORGAN, President 
Home Office: Northern Life Tower 
Seattle, Washington 
x 


LIFE * ACCIDENT * HEALTH 


Issued together at a substamtial saving, 
or separately 

















A philosophy 
that works... 


The continuing advancement of the 
essential interests of its field underwriters 
is fundamental in Equitable Life of Iowa 
operations. 


Scientific selection, progressive and 
thoughtfully planned training, and an 
amplitude of field tested sales aids, are 
integral parts of a development program 
the merit of which has become more ap- 
parent annually. 


As a natural result, Equitable of Iowa 
field underwriters are noted for the effect- 
iveness of their services and held in ever- 
increasing esteem by prospects and policy- 


holders. 











Equitable Life of lowa 


Founded in 1867 in Des Moines 
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COATES, HERFURTH & 
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THOMAS and TIFFANY 
CONSULTING ACTUARIES 














Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 


10 S. La Salle St., Chicago 3, Illinois 
Telephone Franklin 4620 


prime 
. M. Berkhutt, C.P.A. 

















Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis —Omaha 


NELSON and WARREN 
Consulting Actuaries 
915 Olive Street, Saint Louis 
Central 3126 





NEW YORK 


Established fn 1865 by David Parkes Fackler 
FACKLER & COMPANY 

Consulting Actuaries 
6 Weet @th Street 





New York 











Consulting Actuaries 
Auditors and Accountants 


Welfe, CorceranandLinder 
110 John Street, New York, N. Y. 





PENNSYLVANIA 


FRANK M. SPEAKMAN 


CONSULTING ACTUARY, 
ASSOCIATE 


E. P, Higgins 
PHILADELPHIA 








VIRGINIA 
BOWLES, ANDREWS & TOWNE 


CONSULTING ACTUARIES 
915 American Bldg., Richmond 19, Ve. 


CPA, 
F.AS.A. F.A.LA. 


Coleman Andrews, 
Thes. P. Bowles, Jr., 





Financial Angles 
in Underwriting 


(CONTINUED FROM PAGE 1) 


a few big proposals, on the wife with 
property, to get her estate out of hock. 
Expansion of industry since 1945 has 
led to loans which the banks want cov- 
ered by life insurance. Here there 
would be insurable interest. There are 
some new businesses, 


20% RULE 


The general rule of thumb used by 
underwriters for personal insurance is 
what 20% of annual salary would buy. 
The application of this rule automatic- 
ally reduces the insurance as the age 
increases. Many conservative compa- 
nies now modify the 20% by deducting 
the approximate taxes. It is dangerous 
not to recognize the difference between 
salary and take-home pay in these times 
of extremely high taxes. : 

On business insurance, the rule is 
five times the annual salary of the appli- 
cant. This is on the basis that it would 
take five years to replace a good key- 
man in a successful firm. Some under- 
writers go up to seven. : 

There are differences in application 
of the two formulas. For example, one 
underwriting executive states that if 
he can definitely differentiate between 
personal insurance and that for business 
purposes, his company might use the 
two separately and take the aggregate. 
In most cases, however, the underwrit- 
ers would modify application of the for- 
mulas to produce a lesser amount. If 
the applicant is an employe (not an 
owner )of a firm, and is an important 
key-man, and if the insurance is defi- 
nitely for the corporation and is not de- 
signed in whole or in part to go back to 
his family, the total he could purchase 
would be 20%, after taxes, plus five 
times his annual salary. 


Personal,Business Covers Overlap 


If the applicant for business insurance 
has a part ownership interest, if pur- 
chase of a business interest is involved, 
and so on, then personal and business 
insurable interests become intertwined, 
the underwriter wants to separate them 
so that there won’t be an overlap in 
arriving at the total amount granted. 

As they study a case underwriters 
will reduce an amount arrived at by 
formula for certain “blemishes”. If 
the case is perfectly “clean”, then it is 
probably entitled to the maximum. 
However, a certain amount will be de- 
ducted for an impairment, another 
amount if the man is past-middle life, 
other amounts for financial reasons, If 
the man is 60 or over, age becomes an 
additional blemish over the rule of 20%. 

Other companies will include in the 
five times formula what the man earns 
over and above his salary, in dividends, 
bonuses, etc. Other companies will 
exclude that amount. 


Larger Companies More Conservative 


Larger companies are inclined to be 
more conservative in the application of 
underwriting rules of this kind than 
smaller ones for administrative reasons. 
If there are a number of underwriters, 
any change must be such as can be put 
in definite terms in order to get it ap- 
plied uniformly ws a number of persons. 
Underwriting rules can’t be changed 
frequently. 

Little concern is evinced by under- 
writers about the practice of selling 
term with permanent ordinary, through 
what are usually called family income 
riders. Underwriters feel a good deal 
safer with a man 28 than with one 48 
and might sell him considerably more 
than what 20% of his salary will buy— 
if he can pay for it. The man 48 has 
reached his peak in earnings, probably 
and his peak physically, certainly. The 
experience in the early days of the de- 
pression showed that the experience on 
the older man was_ unsatisfactory, 
whether the man died of heart trouble 


ame 
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or committed suicide. Companies 
watch amounts sold to younger men, 
but the problem here still seems to be 
one of getting the young fellow to take 
enough, rather than preventing them 
from taking too much. 





Passage Seems Assured 
of N. Y. Valuation Bill 


(CONTINUED FROM PAGE 1) ; 
would be made: Metropolitan, $106,000; 
Equitable Society, $56,000; New York 
Life, $53,000; Security Mutual, $590; 
North American Reassurance, $350; 
Eastern, $80; Farmers & Traders, $230; 
Guardian, $3,000; Home Life, $2,400. 

New York assessments would be 
halved, committee counsel Gilbert Ped- 
ersen said, if contributions are received 
from Massachusetts, Connecticut, and 
New Jersey, in each of which states are 
insurers with about $5 billion in assets, 
and from Pennsylvania, where domestic 
company assets are about $1.5 billion. 


Has Dineen’s Blessing 

The bill was supported by Superin- 
tendent Dineen, who added that it might 
have to be broadened in ‘scope in the 
future to cover the investment activities 
of fire and casualty companies in which 
case they should contribute to the as- 
sessment. Fire and casualty companies 
are only involved in the problem in a 
minor degre, he said, but added that in 
the past year he has had a vexatious 
series of problems with one stock fire 
company. It gave him more trouble, he 
stated, than the activities of all the life 
companies combined. He agreed that 
may pay more than its 
share but said that something had to 
be done immediately to solve the prob- 
lem. He hopes the other states will 
soon adopt necessary regulations to join 
in financing the committee’s new tasks. 


Mahoney Appears Briefly 

Senator Mahoney, committee chair- 
man, appeared only briefly at the hear- 
ing. As head of the senate group from 
Buffalo he has been waging a campaign 
with Westchester Republicans against 
Governor Dewey’s budget. The senator 
was to make a radio broadcast over a 
state-wide radio hookup a few hours 
after the hearing in support of his ar- 
guments that the budgetbe reduced. 


Leo H. Roy, chairman of the Michi- 
gan senate insurance committee, and a 
local agent at Hancock, is in Ishpeming 
hospital with injuries suffered when his 
car struck a road scraper during a snow- 
storm near Negaunee, Mich. Mrs. Roy 
was more seriously hurt, suffering a 
broken leg and possible internal in- 
juries. Sen. Roy suffered head and leg 
cuts. 





Carson Advanced. 1 
by Security Mutual 


Security Mutual of Binghamton has 
advanced Norman T. Carson to super. 
intendent of agencies, a position held 
for the past 25 years by F. Leon Mable. 
Mr. Mable has been totally disabled 
since last May by a heart condition. He 
is now on disability under the company’s 
retirement plan. It is not yet known 
when he will be able to return to active 
service. Mr. Carson has been acting 
superintendent of agencies in Mr, 
Mable’s absence. 

Richard H. Parish was advanced from 
assistant to the comptroller to assist- 
ant comptroller. Robert E. Richard, 
assistant secretary in the group division, 
becomes assistant to the superintendent 
of agencies, 


Get Officer Status 


Robert M. Best, supervisor of group 
sales, and George H. Miller, assistant 
actuary, have been given officer status, 
Franklin D. Scudder’s title has been 
changed to assistant to the superinten- 
dent of agencies instead of assistant 
secretary, A. & H. sales. R. E. Gehr, 
previously assistant auditor, now has the 
title of ‘assistant secretary. 

Mr. Carson, who is 38, has been in 
the insurance business since 1929. He 
was first with Penn Mutual and later 
was with Fidelity Mutual. He joined 
Security Mutual in 1939 as agency sec- 
retary. After service as an officer in 
the army counter-intelligence corps he 
returned to Security Mutual as assistant 
superintendent of agencies in 1946. His 
insurance career has included under- 
writing, claims and actuarial work as 
well as that of the agency department. 


Fidelity’s Figures for Year 
Show Many Gains 


Fidelity Life of Fulton, IIl., reports 
life insurance in force climbed beyond 
the $60 million mark in 1948 and assets 
rose to over $15 million. The society 
paid $938,503 to policyowners and bene- 
ficiaries in the year, including $204,217 
to living policyowners. Heart and circu- 
latory diseases accounted for 471 of the 
735 adult death claims, an increase over 
1947. 

The insurance in force Dec. 31 was 
$60,560,449, net gain of $1,777,649 and 
a larger gain than in 1947. Resources 
increased to $15,444,162, net gain $558,- 
669. New paid-for business amounted to 
$5,258,822, a substantial gain. 

The mortality was 57.3% of expected. 
Net rate of interest earned on invest- 
ments was 3.16%. 
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Longer life for 


Commonest form of cancer—and 
the most readily curable—is cancer 
of the skin. Because it is visible from 
the start, appearing as a blemish, it 
is usually promptly diagnosed and 
treated. Nearly 100% of such cancers 
can now be eliminated. 

An estimated 80,000 Americans 
were rescued in 1948 from death due 
to cancer of all types. Medical science 
cured their affliction to the point 
where they will experience no trace- 
able recurrence. What’s more, the 
number of persons so restored to 
health promises to be larger this year, 
and still larger the next. 


As men and women are more alert 
to cancer and report suspected symp- 
toms earlier, even more heartening 
advances will be made in diagnosing 
and combating this disease. Right 
now, many thousands of persons are 
enjoying a new lease on life because 
modern medical techniques have rid 
them of cancer of the colon, the 


stomach, the breast, and other areas. 


While cancer in certain parts of 
the body still defies treatment because 
of inaccessibility or difficulty of de- 
tection, the whole picture with respect 
to this disease is steadily brightening. 
And, because cancer is essentially an 
ailment of later years, this progress 
marks another achievement in geri- 
atrics — the science of helping older 
people enjoy life longer. Through 
geriatrics, the individual of 40 is more 
likely than ever to attain a full three 
score and ten years of pleasure and 
accomplishment, free of “old age” 
diseases and free of the fear of them. 


As important as good health in 
those later years is financial solvency, 





Drawing by Jean E. Hirsch 


people past 40 


based on a sound program of savings 
and life insurance. And, like your 
good health, your financial well- 
being calls for competent periodic 
counseling. Your NWNL agent, paid 
not primarily for how much insur- 
ance he sells you but for what you 
keep in force, has a strong personal 
interest in providing you with exactly 
the right kind and amount of life 
insurance, measured by what you 
need and can afford. He can help 
you plan wisely for a financially com- 
fortable future through life insurance. 
FREE PAMPHLET: “Catching Up 
With Cancer’ tells in simple terms of 
progress to date and the outlook ahead in 
treating this disease. Sent free on request. 
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Condensed Annual Statements of the 
Litna Life Affiliated Compames 


December 31, 1948 Hartford, Connecticut 


Etna Life Insurance Company 
Assets $ 1,499,817,023.90 
Liabilities 1,385,595,013.68 
Contingency reserve $ 41,000,000.00 
Capital 15,000,000.00 
Surplus 58,222,010.22 $ 114,222,010.22 





Aétna Casualty & Surety Company 
Assets $ 148,842,015.91 
Liabilities 108,105,780.05 
Contingency reserve $ 3,600,000.00 
Capital 6,000,000.00 
Surplus 31,136,235.86 $ 40,736,235.86 





Automobile Insurance Company 
Assets 59,120,691.35 
Liabilities 40,482,754.56 
Contingency reserve $ 2,100,000.00 
Capital 5,000,000.00 
Surplus 11,537,936.79 18,637,936.79 





Standard Fire Insurance Company 
Assets 11,819,695.22 
Liabilities 7 476,741.65 
Contingency reserve 350,000.00 
Capital 1,000,000.00 
Surplus 2,992,953.57 4,342,953.57 





Total premium income—all companies—1948 $  385,936,517.72 
Paid to or for policyholders since organization 3,033 ,223,039.95 
Life Insurance in force December 31, 1948 7,682,601,807.00 
Increase in life insurance in force during 1948 697 019,728.00 


The condensed statements, shown above, clearly indi- and Marine. They afford assurance of ample capital, 
cate the strong financial position of the tna Life Affili- surplus and reserves to meet any test in the years ahead. 
ated Companies. They provide convincing evidence of They testify to the loyalty, cooperation and untiring 
the sound growth and successful operation of these com- efforts of the Companies’ thousands of agents and em- 
panies during the past year and the years preceding in ployees throughout the country. If a more complete 
all the major fields of insurance—Life, Casualty, Fire report is desired, this will be gladly sent on request, 


LIFE AND CASUALTY ® FIRE AND MARINE 


AETNA LIFE INSURANCE COMPANY AINA CASUALTY & ,SURETY COMPANY AUTOMOBILE INSURANCE COMPANY STANDARD FIRE INSURANCE COMPANY 





